


SieNATIONAL, 
UNDERWRITER 





XUM 


IJnawiance Edition 


All this | owe to myself...and 700,000 other fellows 


“I’m one of those lucky fellows who live the life of 
Riley. Maybe you wonder how I managed it... for 
I’m no business tycoon by a long shot. 


“There’s no secret about it. I did it by teaming up 
with some 700,000 other fellows who were deter- 
mined, as I was, to have some measure of financial 
security for themselves and their families. I,did it 
with life insurance—a particular kind of life in- 
surance—in a particular kind of company: The 
Northwestern Mutual.” 


ERE are a few of the things that attract men 

like this one—things that have made The 
Northwestern 
Mutual the choice 
of 700,000 dis- 
cerning buyers: 


Mutual Membership. Equal standards of selection 
are applied to all, as a basic condition of member- 
ship in The Northwestern Mutual. There are no 
“short cuts” into membership. We all start equal. 
We must all pass the same health tests. We must 
all be good moral and financial risks. We are re- 
cruited from occupations in which the hazards are 
not excessive. Thus membership in a select group is 
assured to every policyholder ona truly mutual basis. 


Greater Benefits Per Dollar. The policyholders in 
The Northwestern Mutual have a dollars-and-cents 
measure of the efficiency of their company’s oper- 
ation. Year in and year out, independently published 
comparative records show that the benefits in rela- 
tion to outlay are large —for policyholders, if they 
live, or for their families, if they die. 


The Policy Contract. Every policy issued by The 
Northwestern Mutual contains the entire contract. 
It is complete, liberal, and easy to understand. The 


policy remains in the possession of the insured or 
his beneficiaries until the last payment due them is 
made. No supplementary settlement contracts 
are necessary. Each policy form . .. and there are 
forms for many purposes... is designed to provide 
the maximum benefits commensurate with the 
mutual interests of all members. 


The Selection of the Policy best suited to provide for 
your own retirement, as well as for your family’s 
protection, is a matter in which a Northwestern 
Mutual agent can be of real assistance to you. He is 
himself a policyholder, equipped to serve those 
who seek the most for their money in life insurance. 


Talk With Him, for only a Northwestern Mutual agent 
can sell you Northwestern Mutual life insurance. 
Let him show you how your financial future, and 
your family’s, can be protected by “teaming up” 
with Northwestern Mutual’s 700,000 policyhold- 
ers. Send for the booklet, “Earned Leisure.” 


XW ze THE NORTHWESTERN MU 


MILWAUKEE, WISCONSIN 


(This advertisement will appear in The Saturday Evening Post, issue of May 11th.) 
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A Lot More 
for Your Money. 


Every subscriber or potential subscriber to the Salesmanship Section of the Diamond Life 
Bulletins is going to get a lot more for his money from this time on. 





F. W. Bland 


The Service has been revamped, streamlined, and radically improved. The new model con- 

tains the following features: 

1. A newly invented “Finder System” (exclusive with the Diamond Life Bulletins) has just 
been devised in connection with the Tax Volume. This “Finder System” makes it pos- 
sible to locate the answers to Life Insurance Tax problems more quickly than ever 
before. This has been demonstrated by actual stop watch tests. 

2. A new monthly publication called “Timely Topics” gives monthly highlights in brief 
form of all matters of current importance, including significant Court Decisions or 
Rulings affecting the taxation of Life Insurance. 

3. Another new publication entitled “Digest of Agency Practices” brings us for the first 
time into the General Agency Field where all phases of management problems will be 
treated in a thoroughly practical manner. Only actual down-to-earth, brass-tack ideas 
will be admitted to this publication. 

4. Beautiful new colored binders replace the uniform black binders previously used. 


5. The type style is being changed from the old single column format to a much more 

legible two-column style. 

6. Important revisions of various sections are now going on and the contents of each 

revised section is cut down in bulk. 

All of these improvements and additions are being made without any increase in our 
established price. 

So important are these changes that the entire National Underwriter field staff, pictured 
on this page, is devoting the period between May 13 and 31 to a special campaign to bring this 
improved new Service to your attention. 

One of our friendly salesmen will call upon you during that time. You will find it most 
interesting and profitable to let him explain these new features in detail. 


The National Underwriter Co. Diamond Life Bulletins 


420 East Fourth Street, Cincinnati, Ohio 
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Group Insurance as 
Material Aid in 
Employe Relations 


Vice-president W. J. 
Graham, Equitable Life, 
Before Management Men 


ATLANTIC CITY — W. J. Graham, 
vice-president of the Equitable Society, 
addressed the insurance group of the 
American Management Association 
holding its annual meeting here. He is 





W. J. GRAHAM 


a former president of the organization. 
He said that more than $600,000,000 in 
employer-employe funds for pension 
purposes under group annuity contracts 
could be reported. This large sum to 
supplement inadequacies of the social 
security act was referred to as one of 
the varieties of group insurance which 
followed from the development of group 
life insurance in the country, started in 
1911. Under group hospitalization up- 
wards of 1,000,000 employes are now 
covered by payroll deductions, he said. 
Other forms of group cooperation dis- 
cussed were indemnity to the employe 
for loss of time through sickness or ac- 
cident under which a total weekly in- 
demnity of more than $30,000,000 is 
provided for workers. Group life insur- 
ance was reported at an all-time high 
covering 10,000,000 employes for over 
$15,000,000,000 of insurance. Mr. Gra- 
ham, in discussing the industrial man- 
agement background, made_ various 
statements which seemed timely and 
forward looking but he wound up with 
the statement that in these matters he 
was quoting from an address which he 
delivered 20 years ago at the Flint, 
Mich., chamber of commerce. 

_Mr. Graham said that those in the 
life insurance work have been rapidly 
approaching the position of being less 

(CONTINUED ON PAGE 10) 


Personnel Subjects Treated 


at L.O. M. A. Spring Roundup Eguifable’s Chief 


NEW YORK—When one of the two 
largest life companies does a complete 
reorganization job in its home office 
ordinary and industrial departments the 
problems involved are so numerous and 
complex that the story is bound to be 
of interest to all who may be faced with 
such a situation. Consequently the 250 
members and guests at the Life Office 
Management Association spring confer- 
ence here were particularly interested 
in the account given by R. M. Green, 
vice-president in charge of the Pruden- 
tial home office. No small factor to be 
considered was the problem of adjust- 
ment on the part of those affected— 
not just learning the new work but the 
possible emotional upheaval that may 
accompany the change from a familiar 


line of work to one considerably differ- 
ent. 

Fortunately, those charge realized 
that the changes essential to greater 


efficiency could be handled so that they 
could be in the nature of a new ad- 
venture to the employes involved or 
they could be a source of worry and 
concern even though there were no ques- 
tion of job security. It was fortunate 
too that the executives realized the im- 
portance of doing the job right and the 
dangers of doing it wrong. 


Typists Shifted to Punch-Cards 


For example there was the problem 
of shifting typists, of whom there was 
a superfluity under the new setup, to 
the work of punching cards for punch- 
card machines. If certain typists had 
been arbitrarily selected and told to 
learn key-punching a good many would 
probablv have been upset by the change. 
Recognizing this, those in charge se- 
lected the most outstanding typists for 
the opportunity of becoming key-punch- 
ers. These naturally were the ones who 
would be able to adapt themselves best 
to the new work and, more important, 
it became an honor for a typist to be 
selected for key-punch work. 

There was not a need of putting all 
the typists on key-punch work and it 
was foreseen that there might be a 
feeling of concern or at least uneasi- 
ness on the part of those not selected 
for training. Consequently a special ef- 
fort was made, each unchosen typist be- 
ing interviewed individually, to assure 
them that everything was all right and 
they need not have any worries. 


Foresaw Emotional Reactions 


This procedure of foreseeing probable 
emotional reactions to the change char- 
acterized every aspect of the change 
from the old setup to the new. Also 
the same spirit was followed even where 
no particular change was involved but 
as a general matter of employe relations. 
Mr. Green mentioned the value of this 
policy in producing a cooperative atti- 
tude and eliminating “soldiering” on the 
job and petty sabotage. 

The Prudential, he said, has devoted 
much attention to eliminating needless 
monotony in jobs. For example, girls 
who had been copying material from 
monotonous policy registers were much 
more contented and efficient if they took 


the data off the various forms on which 
it originally came, even this slight 
variation serving as a welcome break 
in the monotony. 

Considerable attention has also been 
given to adequate lighting and to sound 
control. Sound-absorbent ceilings have 
been installed where the noise level was 
bad and there has been a gain in effi- 
ciency as well as in contentment of the 
workers. Lighting has been made as 
strong as possible without objectionable 
glare and devices such as hse 
and other office machinery have a dull 


crackle finish rather than gleaming 
chromium for the sake of the opera- 
tors’ eyes. 
President Barber Talks 

W. P. Barber, Jr., secretary Con- 
necticut Mutual Life and L. O. M. A. 


president, called attention in his open- 
ing remarks to recent developments in 
personnel administration and _ particu- 
larly the difference between today’s con- 
dition and 1929. He recalled that then it 
was necessary to sell applicants on going 
into the life insurance business whereas 
today home offices are under pressure 
to take men and can get a better type 
than formerly. He pointed out that se- 
lection is far more effective than it 
used to be. 


G. A. Hardwick Speaks 


A. Hardwick, vice-president, comp- 
troller Penn Mutual Life, conference 
chairman, said that with decreasing in- 
terest rates the emphasis is on the ex- 
pense loading as a source of contribu- 
tions to surplus. He mentioned the 
increasing concern about the public’s 
understanding and appreciation of life 
insurance which has led to studies re- 
sulting in the conclusion that a com- 
pany’s internal relations have a very 
direct bearing on its public relations. 

As factors of the greatest importance 
from the employe’s point of view he 
listed stable employment under good 


(CONTINUED ON PAGE 10) 





R. M. GREEN 


Ringing Message by 


fo the Field Men 


President Parkinson Em- 
phasizes Some Salient 
Points in Legal Reserve 
Parkinson of the Equi- 


this 
the members 


President T. I. 
table Society, 
before the 
of the Central 
and winners in the 


in his address week 
Chicago agents, 


Association 


Managers 
April contest, 





THOMAS I. PARKINSON 
for Parkinson,’ went on record on some 
important points in life insurance admin- 
istration. He came out strongly for 
agency contests and campaigns. He 
fervently advocated state supervision of 
insurance. He stressed the need of the 
trusteeship relationship and attitude of 
officials and directors of life companies 
toward the institution. He emphasized 
the mutuality of life insurance, pointing 
out how it is a great cooperative enter- 
prise. He called particular attention to 
the need of agency service so that one’s 
life insurance needs could be analyzed 
and life insurance adapted to them. He 
stated that the Equitable brought out 
its annual statement in a human form 
this year known as “Your Policy” and 
he recognized the great value of such a 
document. Regardless of the difficulty 
in making profitable investments he said 
that the Equitable had been able to over- 
come them and so far had so invested 
its funds that the average yield was in 
the neighborhood of 3% percent. He 
has abiding faith in America, saying 
there are opportunities for work and 
service. 

Mr. Parkinson in a rather facetious 
way referred to his being a witness at 
the TNEC hearing and was asked if he 
had ever heard of the “Par for Parkinson 

(CONTINUED ON PAGE 8) 
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lementast Subjects 
at Spring Meeting 


Home Office Life 
Underwriters Will Gather 


in Chicago 





Che spring meeting of the Home Of- 
fice Life Underwriters Association will 
be held at the Edgewater Beach Hotel, 
Chicago, May 20-22. There will be an 
industrial session the afternoon of the 
first day with W. P. Brenton of the 
Metropolitan Life as chairman where 
there will be an informal discussion of 
industrial life underwriting. The occu- 
pational committee will be in charge of 
the first day’s session and Tuesday and 
Wednesday will be given over to gen- 
eral sessions. The program is as fol- 
lows: 

OCCUPATIONAL COMMITTEE 
Monday, May 20, Morning Session 


Chairman, Charles H. Norris, Actna 
Life. 

Automatic Metal Grinding, C. G. Rob- 
erts, Lincoln National. 

Chauffeurs and Drivers, R. F. 
Prudential. 

Felt Hat Industry, R. C. Stratton, 
Travelers; R. J. Vane, Metropolitan. 

Mining in the Far North, E, A. Weber, 
Mutual Life Assurance. 


Edwards, 


Afternoon Session 


Chairman, Morris Pitler, Mutual Life. 

Distillery Workers, S. G. Hopkins, 
Penn Mutual. 

Ship Fumigators and Exterminators, 
Cc. K. Evans, Guardian Life. 

Conductors and Guards on Trains, and 
Motormen of Elevated, Interurban, Sub- 
way and Street Railway Lines, L. FE. 
Turner, Prudential. 


GENERAL SESSION 
Tuesday Morning, May 2 


Chairman, Leigh Cruess, Home Life. 

Aviation Underwriting, J. E. Hoskins, 
Travelers. 

Moral Hazards, W. H. Flanigan, Con- 
necticut General. 


Afternoon 


Chairman, Henry Jackson, National 
Life. 

Underwriting Routine, George Ryrie, 
North American Life Assurance. 

Racial Underwriting Problems, A. P. 


Morton, Manufacturers Life. 
GENERAL SESSION 
Wednesday Morning, May 22 


Chairman, J. D. Williamson, Canada 
Life. 

The Place of the Agent in Underwrit- 
ing, M. J. Clery, Northwestern Mutual. 

Informal Discussion 

1. What changes in underwriting prac- 
tice have been adopted since November 
in dealing with applicants in the United 
States who may be subject to a war 
hazard? 


2. How much can and should be done, 


to clear up conflicting information re- 
garding age before issue? 

3. In underwriting accidental death 
benefits, how much consideration should 
be given to (a) the use of alcohol in 
automobile driving; (b) fast or reckless 
automobile driving? 

4. What steps should be taken when 
serious health criticisms are developed 
through inspection reports which are not 
fully confirmed by the medical examiner? 

5. Has the need for kKey-man insur- 
ance been demonstrated in cases which 
have become claims? 

6. How much should be done to ac- 
quaint the agency force with medical 
underwriting practices? Will such knowl- 
edge help the man writing insurance? 

John H. White of the New York Life 
and Horace Holmes of the Mutual Life 
of Canada will discuss Mr. Hoskins’ 
paper on “Aviation Underwriting.” 
Marshall Cleaves, Home Life, and R. S. 
Rust, Union Central, will discuss the 
paper, “Underwriting Routine.’ H. A. 
Gunday, Sun Life of Canada, and G. E. 
Rogers, Jr., Prudential, will be discus- 
sants on “Racial Underwriting Prob- 
lems.” Reginald McCankie, Equitable 
of Iowa, and W. H. Lockey, Life of 
Virginia, will discuss the paper on 


“Moral Hazards,” 
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Detroit General Agent 
Celebrates Eventful Day 








LACKEY 


GEORGE E. 


George E. Lackey’s 10th anniversary 
as Detroit general agent and 25th anni- 
versary in the service of Massachusetts 
Mutual Life is being celebrated next 
Wednesday. President B. J. Perry of 
Massachusetts Mutual and Mrs. Perry 
and Vice-president Chester O. Fischer 
and Mrs. Fischer intend to participate. 
The agency is inviting more than 300 
guests to a luncheon that day which will 
be addressed by Mr. Perry. Later in 
the afternoon there will be a reception 
in the agency suite and that evening Mr. 
and Mrs. Lackey have invited all mem- 
bers of the agency and their husbands 
and wives to dinner at the Country 
Club of Detroit. 

Mr. Lackey, a native of Kentucky, en- 
tered the business in 1915 in Louisville. 
He came into national prominence while 
serving as general agent in Oklahoma 
City and was elected president of the 
National Association of Life Underwrit- 
ers. For years he has been one of the 
important and reliable workers in the 
National association. 


Somos at ‘Gentes Meeting 
of Life Counsel Announced 


At the spring meeting of the Associa- 
tion of Life Insurance Counsel at Hot 
Springs, Va., May 27-28, Millard Bar- 
tels, attorney Travelers, will speak on 
“What Constitutes Doing an Insurance 
Business.” J. W. Kinsinger, vice-presi- 
dent and counsel Midwest Life, will 
consider “The Life Insurance Law of 
Nebraska.” L. P. McNally, counsel 
Northwestern National, will review 
“The Investment of Fiduciary Funds in 
Life Insurance Policies and Annuities, 
while “Modern Trends in Trial Prac- 
tice and Procedure” will be the subject 
of the paper by S. C. Smith, Jr., asso- 
ciate general solicitor of the Prudential. 

In addition a round table discussion 
will be conducted in executive session on 

“The Limits of Home Office Legal Ad- 
vice,’ led by P. M. Henry, Bankers Life, 
and Robert Dechert, Penn Mutual. 





Metropolitan Promotions 


A. ‘C. Owen, for more than four years 
general assistant manager in St. Louis 
for the Metropolitan Life, has been ap- 
pointed manager at Poplar Bluff, Mo. 
He started with the company in 1928, as 
an agent in St. Louis. 

Elory Eblen, formerly assistant man- 
ager at Aton, IIl., has been appointed 
manager of the district office at Rock 
Island, Ill. He was introduced to the 
office staff by S. D. Risley, assistant su- 
perintendent of agencies of the Great 
Lakes territory. Mr. Eblen started 
with the Metropolitan as an agent in 
Cairo, Ill., in 1926. 


North Central Round 
Table Advertisers 
Meet in Cincinnati 


CINCINNATI—The North Central 
Round Table of the Life Underwriters 
Association meeting here this week 
built the program around the general 
theme of getting the men in the field 
to use home office promotional and sell- 
ing aids. A. W. Theiss, Ohio National, 
is chairman of the local arrangements 
committee and extended greetings. Karl 
Ljung, Jr., Jefferson Standard Life, 
president Life Advertisers Smee 
was on hand to give a welcome from 
that organization. 


Seneca M. Gamble’s Talk 


One of the ciief speakers was Seneca 
Gamble, agency assistant Massachusetts 
Mutual Life. He said that he had seen 
costly advertising material designed to 
help sell life insurance, covered with 
dust on the stock room shelves. Ad- 
vertising waste, in his opinion, is largely 
due to a lack of effective merchandising 
of sales aids to salesmen. In speaking 
of direct mail advertising he said that 
a workable plan of procedure under- 
stood by the agents is the first essen- 
tial. One important feature is the in- 
dex which helps the agent to plan each 
campaign according to his information 
of the individual prospect’s life situa- 
tion. Mr. Gamble said that his com- 
pany does not expect paper and ink with 
conventions and the regional meetings 
thrown in to do the complete job of 
merchandising. 

Personal Visits Important 

Personal visits to the agencies are 
very important, the company has dis- 
covered, and without these the merchan- 
dising effort is sorely handicapped. 
When a man goes from the home office 
he holds a number of individual con- 
ferences with agents, discusses the 
service at a meeting of the agency. He 
contended that it is very important for 
the man who is responsible for pro- 
moting the service to visit personally 
the field representatives. The Detroit 
and Cleveland agencies are the largest 
users of the advertising service of the 
Massachusetts Mutual and the most 
successful. The company recommends 
that the general agent appoint a mem- 
ber of his management staff as the di- 
rect mail secretary. A woman usually 
occupies this position. In a number 
of Massachusetts Mutual agencies the 
direct mail secretary is almost always 
on the program for agency meetings, 
discussing the service and results. The 
Massachusetts Mutual has about 1,500 
agents on its roster and the advertising 
service has been used by an average 
of slightly more than 1,000 agents a 
year. 


Effect of Advertising Plan 


Last year the company’s agents who 
used the service during at least 11 
months averaged $55,000 per agent in 
sales to prospects cultivated by the ad- 
vertising as against an average of $9,- 
000 sales by agents who used the serv- 
ice during any six months of the year 
or less, Mr. Gamble pointed out. There- 
fore, he said, the records clearly show 
that persistent usage month in and 
month out is a distinct advantage. Last 
year persistent users averaged one sale 
for every 13 prospects and the occa- 
sional users averaged one for every 15. 
Mr. Gamble concluded that there is no 
business which needs the help of ad- 
vertising more than life insurance and 
none with a greater need for merchan- 


dising sales aids to salesmen. 
AR. — a Speaker 
A, Jaqua of ‘Cincinnati, associate 


aos ees Life Bulletins,” said 
that the chief job of the sales promo- 
tion manager is to sell acceptance and 
use rather than be creatve. He ex- 
pressed the opinion that sales promo- 
tion and advertising men at head offices 
are assigned too many duties and are 


A. L. Cc Medical Men 
Plan for Meeting 


Program Taking Shape 
for Annual Gathering in 
Colorado Springs June 4-6 


Outstanding medical men will address 
the annual meeting of the American 
Life Convention Medical Section, June 
4-6. Dr. H. E. Ungerleider, Equitable 
Society, will speak on “Cardiac Arrhy- 
thmia” the opening day, and Dr. J. V. 
Bell, medical director National Fidelity 
Life, and Dr. R. E. McLochlin, medical 
director National Old Line, Little Rock, 
will discuss the topic. Dr. Ungerleider 
has specially studied diseases of the 
heart. 

Dr. T. H. Dickson, medical director 
Minnesota Mutual Life, is program 
chairman. Another speaker the opening 
day will be Dr. Albert Tormey, medical 
director National Guardian Life, whose 
subject will be “Osteomyelitis.” He has 
been a surgeon for 20 years, with much 
experience in compound fractures and 
osteomyelitis. Dr. O. S. Randall, medi- 
cal director Midland National, and Dr. 
J. H. Ready, medical director General 
American Life, will discuss the paper. 
Arranging Other Details 

Further program details for the sec- 
ond and third days will be announced 
soon. Among those who have accepted 
invitations to participate are: Dr. A. J. 
Lanza, assistant medical director Metro- 
politan, Dr. Winchell McK. Craig, sec- 
tion on neuro-surgery, Mayo Clinic, as- 
sociate professor University of Minne- 
sota medical school; Dr. B. T. D. 
Schwarz, medical director Bankers Na- 
tional Life; Dr. H. E. Flansburg, medi- 
cal director Bankers Life of Nebraska; 
Morris Pitler, statistician research sec- 
tion, Mutual Life of New York; Daniel 
Harrington, bureau of mines, Washing- 
ton, D. os Dr. Philip Work, Denver; 
Dr. D. Pulford, Sacramento; Dr. Eu- 
gene E. p Phat medical director Serv- 
ice Life; Dr. D. E. Yochem, medical di- 
rector Farm Bureau Life; Dr. B. H. 
Olson, assistant medical referee Great- 
West Life, and Dr. C. S. Gydesen, Colo- 
rado Springs. 


Play Off for Silver Cup 


Dr. John E. Boland, medical director 
Country Life, becomes chairman of the 
golf committee, succeeding the late Dr. 
H. W. Cook, vice-president and medical 
director Northwestern National Life, 
who was golf chairman for many years. 
Dr. J. M. Livingston, medical director 
Mutual Life of Canada, who shot a hole- 
in-one at the Hot Springs, Va., meeting 
last year, permitting him to tie Dr. W. 
B. Aten, medical director Security Mu- 


tual Life, Binghamton, N. Y., for low 
gross for doctors, will meet Dr. Aten in 


a special 18-hole match to determine 
permanent possession of the silver cup 
that was up for award last year. 

Arrangements are being made for spe- 
cial cars to leave Chicago the afternoon 
of Sunday, June 2. Details for these 
cars are being worked out by B. M. 
Woodsmall, vice-president American 
Service Bureau. Medical men and others 
from the Chicago territory or the east 
who may find it conv enient to make the 
trip to Colorado Springs in the special 
cars, which are being reserved for those 
attending the Medical Section gather- 
ing, should communicate with Mr. 
W oodsmall. 


not recognized as they should be. He 
said the work of selling new business 
which will be profitable, of keeping pres- 
ent business on the books and of mak- 
ing insurance do the best possible job 
is of prime importance. 


The annual meeting of the New York 
City League of Life Insurance Women 
will be held May 14 at the Woman's City 
Club. Mrs. Helen Wolfsohn, the presi- 
dent, will preside. 
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Ohio Life Agents 
Reelect Hoyer 
Association Head 


Bricker and Zimmerman 
Head Speakers List 
at Annual Convention 


TOLEDO, O.—More than 
attended the annual convention of 
Ohio Association . 
of Life Underwrit- § ce 
ers at which R. W. 
Hoyer, John Han- 
cock, Columbus, 
was reelected presi- 
dent, and P. M. 
Smith, New Eng- 
land Mutual, Co- 
lumbus, renamed 
secretary- treasurer. 
Vie e = presidents 
aecued’ are J. €. 
Benson, Union 
ple de Nag Cincin- 
a e 4 te, aie Ralph W. Hoyer 
Hinchey, Springfield; C. E. Ransower, 
Metropolitan, Akron; and James Piner, 
Equitable Society, Ashtabula. 

A feature of the convention was the 
Quarter Million Dollar Round Table 
with P. O. Day, Bankers Life, Toledo, 
chairman. A number of groups held 
special breakfast meetings, while 26 
companies participated in separate home 


500 agents 
the 





office luncheon meetings with a home 
office official attending. An officers 
training school’ was held with Ray 


Ohio National, Cincinnati, who 
of the National association, 


Hodges, 
is secretary 
presiding. 

Zimmerman Speaks 


C. J. Zimmerman, 
National 


president of the 
association, at the ouenine 
vectaeiion showed the possibility of 
substituting federal for state legislation 
and of the government selling annuities. 
He urged underwriters to recognize 
these threats to free private enterprise, 
and assume the responsibility of com- 
bating them. Referring to social se- 
curity, he said it was an opportunity to 
educate the public to its benefits and 
also to its limitations. The social se- 
curity program must be self-supporting 
and kept at a minimum subsistence 
level, or it will economically collapse. 


Discussing “How to Find Them 
Where They Are Not,” Isaac Kibrick, 
New York Life, Brockton, Mass., chair- 


man of the Top Club Advisory Board, 
told the agents that they are “on trial” 
as far as the business rs concerned, and 
they should refuse to be satisfied with 
their present status quo. The more in- 
surance sold, the more service rendered. 
When selling a policy, sell the benefi- 


ciaries a chance to live the American 
way, to make their future secure, so 
they don’t ‘have to go on relief or 
charity. 


Social security helps poor people buy 
insurance. What they can put away in 
insurance, plus the government benefits, 
is enough for them to live on at age 65. 
Thus social security helps sell insur- 
ance. 

New York Counsel Speaks 


Though not an agent, D. B. Maduro, 
counsel for the New York City Life 
Underwriters Association, pointed out 
that insurance sales opportunities arise 
when a man makes out his will. 

A will should provide cash for meet- 
ing the estate taxes, and an insurance 
Policy is the best method of investment 
so that the cash will draw interest and 
be safe for the 15 months until the taxes 
are due. He reminded his audience that 
up to $40,000 of life insurance is tax 

(CONTINUED ON PAGE 6) 





F inds ’ ‘Valuable 
Life” Cover Salable 
as Earnings Go Up 


NEW YORK-—Sales of business in- 
surance to compensate a corporation for 
loss of a valuable life, ordinarily 
accounting for about 25 percent of busi- 
ness insurance cases, have surged up- 
ward so sharply since Jan. 1 as to con- 
stitute about 80 percent of cases now 
sold, despite a modest’ increase in the 
other principal type, insurance to re- 
tire a deceased partner’s interest, Leon 
Gilbert Simon, associate general agent 
Equitable Society, New York City, re- 
vealed in addressing the lecture course 
which the New York City Life Under- 
writers Association is giving for law- 
yers, 

Main cause of this big jump in valu- 
able-life coverage, said Mr. Simon, is 
undoubtedly the better earnings records 
of many companies since the first of 
the year, awakening directors to the 
value of their key men and the loss of 
profits that would ensue in the event of 
their premature death. Corporations are 
more responsive to solicitations on this 





basis than they have been for years, 
he said. 
Quoting from a recent New York 


“Times” article, Mr. Simon noted that 
250 corporations, including many in the 
important fields of rail equipment, oil, 
steel and heavy industry generally, in- 
creased their profits 50 percent for the 
first quarter of the year. As _ profits 
begin to accumulate, appreciation of life 
values of key men increases. He em- 
phasized that this growing appreciation 
occurs simultaneously with mounting 
profits—not before and not too long 
after and consequently the time to get 
the business of this type is when the 
profits are on the upgrade. 

Predicting that this reversal of the 
usual ratio of valuable life coverage to 








First Quarter Shows Gain 
in Ordinary in Force 


For the first three months of 
1940 ordinary insurance in force 
in the United States (exclusive of 
group and wholesale) increased by 
approximately $450,000,000, the 
Sales Research Bureau reports. 
The amount of ordinary owned in 
the United States at the beginning 
of this year was $77,373,000,000. 
If the amount increases at the 
Same rate as it has in the first 
quarter, the total at the end of 
1940 will be slightly over $79,000,- 
000,000, or an increase of 2.31 per- 
cent. This compares with an ac- 
tual increase for 1939 over 1938 of 
1.96 percent. 








decedent-interest insurance would not 
continue, Mr. Simon said that if history 
repeats itself an upsurge in the sales of 
the latter type of coverage will follow 
in the next six months. As evidence 
he cited the interest already being shown 
in the purchase-and-sale type of busi- 
ness insurance. 

Most of Mr. Simon’s talk dealt with 
technical aspects of business insurance, 
including angles that should be covered 
in the purchase-and-sale agreement. 


Harding Oregon Supervisor 

The Provident Mutual Life has ap- 
pointed James G. Harding Oregon 
agency supervisor. The announcement 
was made by Vice-president Willard K. 
Wise following a conference with staff 


members there. He was accompanied 
by President M. Albert Linton. They 
stopped in Portland several days fol- 


lowing the western regional meeting at 


Del Monte, Cal. Mr. Linton spent sev- 
eral days skiing at Timberline Lodge 
with Dudley ‘Clark, Oregon general 
agent. 








One of our 


The underwriter 


seribes. 


unbeatable for motivation. 


than in theory. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





POCKETPIECE 


veteran underwriters years ago sold an endowment 
policy to a friend, who then moved to another city. 
endowment matured, the policyholder sent his underwriter a postcard 
photograph of a good-looking house, 


home is what that life insurance bought for me.” 


carried the posteard in his pocket, showing it 
frequently, until it had to be discarded as too worn to be seen. THe 
says that as a motivator in sales it did him more good than any 


figures he ever quoted or any story he ever told. 


Many a shrewd underwriter carries with him, in pocket or in 
sales kit, his own policy of life insurance, and he brings it out at the 
right moment as perfect proof that he takes the medicine he pre- 
One of them tells us he has thus worn out his policy six 


times, having it physically reissued by the company. 


Such a pocketpiece is a visual “story of life insurance in action,” 
The more personal the connection the 


better, as proving that life insurance is at its best in action rather 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Shortly after the 


and on the back wrote: “This 


JOHN A. STEVENSON 
President 

















Tells Necessity of 
Federal Ban on 
Roaming Outfits 


Congressman Hobbs of 
Alabama Deals with Prac- 
tice of Mail Order Firms 


NEW YORK—tThe insurance busi- 
ness had a friendly warning from Con- 
gressman Sam Hobbs of Alabama, au- 
thor of several pending bills affecting 
help put unauthorized 
companies out of business or 
early federal regulation. 

He was the principal speaker at the 
annual dinner of the Association of Cas- 
ualty & Surety Executives. Listeners 
were principal executives of casualty and 
surety companies, leaders in the life and 
fire fields, and representatives of pro- 
ducers organizations. 


Unauthorized Companies 


Mr. Hobbs made it clear that by “un- 
authorized companies” he meant those 
that are organized on a financial shoe- 
string, are unable to stand inspection by 
state insurance departments, write all of 
their policies among people of the low 
est income brackets, never pay a claim, 
and skip from state to state just fast 
enough to keep ahead of state prosecu- 
tion. 

In 1935 he introduced a bill in the 
House making it unlawful for any per- 
son, firm, association or corporation, un- 
less expressly excepted, to use the mails 
to solicit insurance or collect or transmit 
premiums in any state until they have 
complied with the insurance laws of the 
state. By thus denying the use of the 
mails, companies not authorized by state 
law to do business would be forced to 
quit. 


insurance, to 


expect 


Should Support the Measure 


The established insurance companies 
which regularly submit to the inspection 
of state departments and other regula- 
tory measures were told by Congress- 
man Hobbs that they should support his 
bill. He declared that such legislation 
would inure to the benefit of the au- 
thorized companies as well as the public 
by removing from operation all so-called 
companies or groups whose practices re- 
flect discredit on the whole insurance 
business. 

Congressman Hobbs said that these 
unauthorized companies are particularly 
active among Negroes and foreign-born 
groups who are easily deceived by 
fancy-looking policies and fictitious 
financial reports that are dangled before 
their eyes. It costs little to print gold 
embroidered policies, he said, and a 
financial report can be made to look im- 
pressive by merely tranferring a worth- 
less piece of real estate to a partner at 
a fancy paper figure. Yet, the speaker 
declared, the people among whom this 
type of carrier operates never think to 
look into the true standing of the com- 
pany until the time comes to settle a 
claim. Then, he said, it is too late. 


Should Appreciate Situation 


Congressman Hobbs predicted that if 
federal regulation should come it would 
result to a substantial extent from just 
such practices and conditions. He called 
attention to the fact that both Senator 
Wagner of New York and Senator Mur- 
ray of Montana have introduced bills in 
this session of Congress providing for 
federal regulation of the insurance busi- 
ness. He reminded his audience also 
that when opposition to his bill devel- 
oped, the house committee on the post- 
office and post roads, before which hear- 

(CONTINUED ON NEXT PAGE) 
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Perry Addresses 
Southern Salesmen 
of Mass. Mutual 


Discusses Contrast 
Between Professional and 
Private Investing 


ASHEVILLE, N. C.—Bertrand J. 
Perry, president of Massachusetts Mu- 
tual Life, addressing a two-day regional 
southern 


meeting of the company’s 


salesmen, discussed the striking contrast 





BERTRAND J. PERRY 


between professional and private in- 
vesting. 

“There is a good deal of substance in 
the adage ‘a fool and his money are soon 
parted,’ but the puzzle of it is how they 
ever got together in the first place,” said 
Mr. Perry. 

The business of investing, he pointed 
out, involves the getting of special in- 
formation of one sort from a financial 
service, information of another kind 
from a governmental body, information 
of still another sort from a firm of en- 
gineers, a legal opinion from counsel, 
a study of the economic future of a 
particular region, and an answer to a 
doubtful point direct from officials of 
the borrowing company. The individual, 
if he is going to do anything else, simply 
hasn’t the time for all this, to say noth- 
ing of the matter of ability and experi 
ence. 


Illustrates Investigating Procedure 


Illustrating the investigating proced- 
ure which precedes an investment by 
Massachusetts Mutual, Mr. Perry said 
that the bulk of present financing is in 
the public utilities field. Before the com- 
pany decides whether to buy bonds of 
a utility, it wants to know something 
about the territory in which the utility 
operates. Industry, bank deposits, pay 
rolls, post office receipts, value of mer- 
chandise produced and many other fac- 
tors having a bearing upon the potential 
success of the utility must be examined, 
as well as the current financial status 
and operating history of the borrowing 
company, and the condition of its physi- 
cal properties. 


Redemption of Bonds 


The true value of a utility property is 
particularly difficult to determine. In 
their annual reports, all companies state 
the value of the property they own as it 

~~ 5 b Taf 
is carried on their books. Unfortunately, 
such values, all too often are quite dif- 


Difticulties Under 
Federal Control 
Cited by Senator 


Federal control would mean a never 
ending congressional discussion and de- 
bate on life insurance and the American 
people do not want politics played with 
their insurance policies or their chil- 
dren’s future, H. Styles Bridges, United 
States Senator from New Hampshire, 
declared in a radio broadcast on a na- 
tional hookup. 


Proposals for the federal government 


to take over the entire regulation of 
life insurance was termed an uncalled 
for interference by the senator. Every 
advance made by life insurance is pro- 
tected and regulated and guided under 
the watchful eyes of the state insurance 
commissioners. If a mistake is made in 
one state it is a warning to 47 others 
and if an improvement is made in one 
state, it is guiding beacon to 47 others. 
Under a system of centralized control 
this would not be possible and life in- 
surance would be frozen in its present 
state with no further advances, Mr. 
Bridges declared. 
Would Upset Legal Situation 

There are 4,400 pages of insurance 
laws in the statute books of the 48 
states and the courts have examined, 
tested and interpreted these laws and 
their provisions and they are now in- 
corporated in the policies now in force. 
Should the federal government take 
over control, there would be confusion 
and doubt as to the proper interpreta- 
tion of policy contracts, with possible 
loss to beneficiaries until the mass of 
law could be weighed in federal courts, 
which would take many years. 

Under federal control there might be 
an attempt to force the companies 
through decrees and regulations into un- 


ferent from the values which an engineer 
would give that same property. 

Mr. Perry also discussed the redemp- 
tion of bonds with money obtained from 
the sale of new bonds at lower rates of 
interest, reducing the expenditures of the 
utility company, and_ simultaneously 
making it necessary for the investing 
company to find a new market for its 
capital. 

“The procedure in regard to other 
types of bonds is not greatly different. 
In the case of the steel company bond,” 
said Mr. Perry, “we would pay more 
attention to location of plants and less 
to public relations. In an oil company 
bond, the amount of proven reserves is 
all important, while a franchise problem 
is non-existent. 

“Tn all cases, however, the basic pro- 
cedure is the same—get all the informa- 
tion possible, analyze it in the light of 
experience with other borrowing com- 
panies, and then decide whether it 

should be purchased.” 


Need for Constant Supervision 


Showing the need for constant super- 
vision, research, and investigation after 
the investment is originally made, Mr. 
Perry told of one utility which changed 
a power purchasing contract from $400,- 
000 a year to $750,000. He said that 
fortunately Massachusetts Mutual was 
appraising the bonds of that company 
at about the time this change in con- 
tract took place, and was thereby en- 
abled to protect its interests as a bond- 
holder. 

The private investor has a perfect right 
to absorb all of his work and expense 
in the handling of his own investments. 

3ut personally,” said Mr. Perry, “as 
a policyholder, I feel that it is more 
sensible and much more economical to 
have the company do all of this for me 
instead of tackling it myself, because 
spread over the hundreds of millions 
of dollars worth of bonds which the 
company owns, the expense per bond, 
and more important, the expense pei 
policyholder is exceedingly small.” 


wise fields of investment, not based 
upon profit or safety but upon social 
experimentation. 

Mr. Bridges criticized the new deal 
economic wizards who have attempted 
to create hostilities against insurance 
companies. He pointed out that the 
taxes which the companies pay, plus 
overhead, does not exceed 12 percent 
and that it would be impossible for the 
federal government to sell annuities un- 
der the suggested Wagner plan at 30 
percent less cost. 

If the attempts to give the federal 
government the regulation of life insur- 
ance and put the federal government 
into the business were successful, “then 
the trustee of everything that a citizen 
has, of everything that he wishes to 
leave to his loved ones, will be at the 
mercy of the social experimenters,” the 
senator declared. 


Complete Social Security data in book- 
let for 50c. Order from National Under- 
writer. 


Tells Necessity of 
Federal Ban 


(CONT’D FROM PRECEDING PAGE) 


ings had been conducted, requested him 
to draft and introduce a bill requiring all 
insurance companies to operate under 
permit from the SEC 

“That,” said the speaker, “is govern- 
ment regulation. It is obvious to any- 
one acquainted with the Washington 
scene that unless the insurance com- 
panies themselves render the service 
that is expected by the public, unless 
they help purge the business of unde- 
sirable elements which are as dangerous 
to them as to the people they rob, the 
day is not long distant when we shall 
have in Washington a full-fledged fed- 
eral department of insurance with broad 
powers to regulate the business of in- 
surance throughout the United States. 








His Recovery Speeded 
With Accident Insurance 


With up-to-date accident insurance to pay for medical, hos- 
pital and nursing care and to make good loss of earnings, the 
disabled man makes much quicker and better recovery. 
Hospital diagnosis and equipment lead to correct treatment, 
and freedom from financial worry does the rest. 


Usually the patient is so pleased with the agent from whom 


he “‘bought”’ 


his insurance that he cannot do enough for 


him. He is pleased with himself, too, and wants to tell the 
world about his good judgment. 


Connecticut General agents find that their clients who have 


received the benefits 
valuable of friends. 


of accident insurance make the most 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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FINANCIAL STATEMENT 
December 31, 1939 





ASSETS 

United States Government Bonds........... $ 68,216,454.00 
Consolidated Federal Land Bank Bonds..... 516,448.00 

Municipal Bonds (No default of Principal or 
eee eee tre eee 4,890,609.62 
First Mortgage Loans on City Property .... 68,871,563.83 
First Mortgage Loans on Farm Property ..___1,746,482.28 
3, chs ceed an ctly Sepeeenee es 6,630,661.03 
in kek vn ded aus waka ees 8,786,103.20 
eee 492,350.50 
{ City Property .................. 10,850,472.52 
Real | City Property Sold on Contract... 2,251,648.75 
Estate ° { Farm Property ................. 754,280.27 
| Farm Property Sold on Contract. . 58,027.86 
| Home Office Property. . ....  1,133,000.00 
Cash on Deposit i re rere 1,527,306.44 
Net Uncollected and Deferred Premiums.... 314,431.11 
Accrued Interest on Investments........... 1,855,214.33 





Total Admitted Assets . . . $180,895,053.74 





LIABILITIES 

Reserve for Protection of Policyholders...... $147,530,782.54 
Premiums and Interest Paid in Advance. ... 642,294.94 

Reserves for Taxes and Incurred Unpre- 
sented tems .................... ......  1,482,310.49 

Securities Fluctuation and General Contin- 
gency Reserves fe OS ery ery 4,855,742.75 
Capital em Garplus..................:.... 26,383,923.02 
Total Liabilities......... $180,895,053.74 


INCREASE IN ASSETS... $9,296,021.97 
INCREASE IN INSURANCE .. . $56,678,006.00 
TOTAL INSURANCE ...... $938,673,577.00 


The Western and Southern presents its Fifty-Second Annual Statement as evidence of the security of life 
insurance in providing protection for the family and assuring financial security in old age. 


Home Office Cincinnati 


























Ohio Life Agents 
Reelect Hoyer 


(CONTINUED FROM PAGE 3) 
exempt, and moreover, insurance will 
protect his partners from unexpired 
business leases, often an unforeseen 
loss, but just as important as property 
mortgage protection. 

[he record of life companies during 
the past quarter century was lauded by 
M. J. Cleary, president Northwestern 
Mutual Life, Milwaukee, who said that 
the federal investigation has strength- 
ened and perpetuated the confidence of 
the public in life insurance. 


Always Meets Obligations 


Insurance is built by those devoted to 
e American theory that their job is to 
notes for themselves and their de- 
pendents. Despite world war mortality, 
influenza epidemics, inflation of 1920-22, 
deflation, boom times, depressions and 
other strains, life insurance has met its 
obligation in full and on time. 

“Not one failure of a life firm was 
traceable to a weakness in the system. 
Life companies have come to the 1940's 
wet their strength intact and ready to 

erve. If we can preserve the faith of 
life insurance holders, we will have done 
something to put cement in the social 
political, and economic construction of 
this country.” 

Federal Control Dangerous 

Governor J. W. Bricker was the 
honor guest and principal speaker at 
the banquet. He felt that federal con- 
trol of the great reserves of the life 
companies would be a dangerous move 
in that this money, which is a trust fund, 
would become a part of a deficit financ- 
ng program for the operation of the 
federal government. “There is a vast 
difference between regulation in the 
public interest and control for govern- 

nental purposes,” he said. 

One is typically American in spirit, 
consistent with the constitutional struc- 
ture of government and a proper adjust- 
ment of a rather fixed system of law. 
“he other is in violation of the spirit of 
the constitutional government by which 
we have builded and is inconsistent with 
the American way of living. 

F. A. McMaster, Mutual Benefit Life, 
Cincinnati, received plaudits, as did the 
cast, for the presentation of a one-act 
play which he wrote, entitled “Good 
Property.” Produced by members of 
the Columbus Association, it was part 
of the banquet program. 

The opportunity that industrial men 
have to interview the heads of the fam- 
ilies and present a definite plan for their 
future was pointed out by W. F. Szwed, 
Prudential, Detroit, who said that the 
confidence and respect the policyholders 
have for the insurance man is the back- 
bone of successful sales presentations. 
The industrial agent can keep in close 
touch with the changing insurance con- 
ditions of the families he calls upon 
through the years. 


Adequate Preparation 


He stressed adequate preparation for 
sales talks, and urged agents to spend 
a lot of time on preparation, and avoid 
depending on inspiration. Agents must 
be sincere, make the prospect visualize 
his situations, and use as few words as 
possible. 

“The fact that the simplest sentences 
are the most powerful cannot be over- 
emphasized,” he said. “For example, 
after you have used up such answers to 
objections and arguments that you be- 
lieve you should have used in a case, 
and the closing of the business seems 
far off, try this one: ‘Yes, Mr. Jones, 
you have a thousand dollar policy. May 
I ask you who is to benefit from this 
policy? The answer usually will be, 
‘My wife,’ or “My children.’ 

“You say to him, ‘That’s just the 
point I want to bring out. No doubt 
that is your intention, but unfortunately, 
the only ones that you protect are the 
undertaker and the bill collectors. Why 
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Record : in Oregon 
for ‘39 Is Given 


The Oregon department, in its tabu- 
lation of results for 1939, reports that 
ordinary insurance written in the state 
last year amounted to $60,768,891 and 
ordinary insurance in force was $606,- 
663,772. There were 285,144 ordinary 
policies in force 

Group insurance written in the state 
amounted to $5,667,300 and the group 
in force was $79,895,362. Industrial 
written was $3,213,276 and in force 
$43,025,780. Herewith is given the re- 
sults by companies in Oregon for 1939. 

ORDINARY 
New Ins. Ins. in force 


Written Dec. 31, 1939 


Acacia Mutual....$ 528,337 §$ 6,823,033 





ABING TALC os. s56 2 3095184 15,132,640 
Amer. Mut., Ia.... 244,420 808,161 
Amer. National... 451,861 1,209,372 
American United.. 350,067 1,788.6 28 
Atlas Life, Okla... 480,750 1,826,144 
Bankers, Iowa.... 953,003 9 - 
Bankers, Neb..... 105,000 2,438,33 
Beneficial Life.... 336,350 1,125,668 
Business Men's As. $51,803 3,030,530 
Calif.-West. St.... 1,220,940 7,484,315 
Canada Life...... 344,117 3,901,123 
Capitol Life ...... $42,250 2,319,825 
Central Taras 66. sss 225,069 3,034,954 
Colorado Life..... 188,266 1,779,354 
Conn. Mutual.. 1,187,067 9,58 7 
Continental As.... 399°838 1,31 1 
Equitable Society. 2,485,717 25,728 ) 
Equitable, Iowa. 948,162 0, 


10, 000 


Expressmen’s Mut. 
Federal Life...... 
Fidelity Mut...... 
Great Amer., Tex. 
Great Northern... 








Guarantee Mut... 5, 
Guardian Life.... 2, 
John Hancock.... 3, { 
Kansas City Life. 5,882,¢ 
Liberty Life ...... 364,: 
Lincoln National... 1,543,536 6,530, 
Loyal Protective. 244,2: 
Lutheran Mut.. 232,603 
Manufacturers ae 2,677,977 
Mass. Mutual..... 16,245,944 
Mass. Protective.. 547,121 
Metropolitan Life. 43,482,761 
Midland National. 203,398 
Minnesota Mut.... 1,697,663 
Mutual Benefit.. 15,388,828 
Mutual Life ...... 44,594,892 
National Life, Vt. 11,337,210 
New England Mut. 20,537,027 
New World Life... 6,316,062 
New York Life... 5 70,690,709 
Northern Life..... 28,5 10,551,811 
Northwestern Mut. ,051 36,046,486 
Northwestern Nat. 613 4,189,482 
Occidental, Cal.... 1,254 10,452,660 
Ohio National..... 176 2,459,443 
Oregon Mutual.... 1,770 42,193,942 
Pacific Mutual..... 394 5,762,219 
Pacific National... 319 695,750 
Paul Revere ..... 136 380,768 
Penn Mutual...... 682 12,154,721 
Phoenix Mut...... 578 5,114,586 
Provident L., N. D. 479 4,309,217 
Provident L. & A.. 126 838,069 
Provident Mut.... 871 7,068,211 
Prudential ...<.... 4.114 34,848,449 
eliance Life..... 565, 4,576,860 
Reserve Loan..... 380 1,202,508 
State Farm Life.. 394, 723,009 
State Mut. Life... 308, 2,218,541 
Sun Life, Can..... 1,213, 14,888,221 
vie Sy 512,83% 10,759,364 
Union Central .... 400,72 6,343,825 
United Benefit ... 2,036,5 5,191,255 
Washington Natl.. 40, 201,012 
West Coast ...... 945, 6,875,578 
Western L., Mont. 954,5 4,784,518 
GROUP 


New Ins. Ins. in force 
Written Dec. 31, 1939 


Aetna Life........$ 1,560,875 $13,960,578 
pe a ee eee 

CORRE Bete cec ss mena 

Continental As.... 93,500 

Equitable Soc..... 1,117,812 17 

Jonm ManmcockK...5. cesses 1 
Lincoln National. 1,017 - 
Metropolitan ..... 1,560,181 26,206, 
Northern Life..... 62,000 344, 
Northwestern Nat. 28,000 7 


Occidental, Cal.... 
PEUGSRtIAl ....c60s 1,080,115 


Cle a) 


Sm: care, Can... 111,800 

TEOVCICIS 5. .sicc% seers 

West Const ...... 52,000 
INDUSTRIAL 


Amer. en faa 242,877 $ 
John Hancock. RF 

Metropolitan 
Prudential ....... 


1,473,501  24,932/0! 


not give your wife this income protec- 
tion to keep her mind at peace and con- 
tinuing your income after you are taken 
from the picture, keeping your home 
secure until she makes her readjust- 
ment?’ 

“When he says that the program is 
too expensive, agree with him, and say, 
‘Isn’t this your problem, and certainly 
you wouldn’t want to shift the problem 
to your wife or the old man that you 
will be in the years to come, when this 


great company is in better position to 
carry this responsibility for you? This 
responsibility was not placed on you by 
me or by the company; this responsi- 
bility was placed on you by God, and 
they are simply the rules of life. If you 
put this off until next year, it will be- 
come so much more expensive. Haven’t 
you put it off long enough? Isn’t this 
plan what you really always wanted to 
put into effect? Life insurance is for 
the living.’ ” 


Makes Survey 


Quoting from a survey he made, J. 
P. Meek, Acacia Mutual, Indianapolis, 
disclosed that in 40 percent of sales, the 
agent made no inquiry about brothers, 
sisters, and in-laws. This is like buy- 
ing something and walking away from 
the clerk and letting your change lie 
on the counter, he said. 

Superintendent Lloyd of Ohio re- 
ported that in Ohio in 1939 life pre- 
miums totaled $213,000,000, an increase 
of $6,000,000 over the previous year, and 
that Ohioans bought $952,000,000 of 
life insurance during the year. At the 
end of 1939 there was in force $7,362,- 
000,000 of life insurance in the state, 
representing an increase of $240,000,000 
over the same date a year earlier. Of 
the amount in force on Dec. 31, 1939, 
$4,850,000,000 was ordinary; $1,448,000,- 


000 industrial; and $1,064,000,000 group. 
During the year, companies paid Ohio 
$4,636,404 in premium taxes, he revealed. 

The local agent is not a thing of the 
past, and his position cannot be elimi- 
nated, Mr. Lloyd said. Ohio is an 
agency state and will continue to be so 
as long as home rule allows her to 
write her own laws and govern her own 
situation. The agents themselves are 
the only ones—by neglect, sloth, fail- 
ure to meet higher educational require- 
ments, and a slackening of standards— 
who can hurt the agency system. The 
future depends on the agents entirely. 

Breakfast meetings featured R. R. 


Stotz, Mutual Benefit Life, Grand 
Rapids, Mich., talking on “Maintaining 
Morale”; E. L. Jones, Massachusetts 


Mutual, Detroit, “Responsibility of the 
Agency Cashier in Life Underwriting,” 
and Mrs. S. L. Hoffman, Union Central, 
Cincinnati, on “Why Forget the 
Women?” 

Included with breakfast meetings was 
the Quarter Million Round Table, at 
which K. W. Conrey, president of the 
Michigan association and general agent 
Penn Mutual, Grand Rapids, discussed 
“How to Stay in the Quarter Million 
Dollar Club in 1940,” and a C.L.U. 
breakfast at which R. P. Thierbach, 
Northwestern Mutual, Cleveland, dis- 
cussed “Forceful Selling.” 
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i| OPPORTUNITIES are now open in West Virginia, Virginia, Massachu- 
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! NEW ANGLES ON SERVICE 


MODERN METHODS of giving better serv- 
ice to prospect and policyholder are in the spot- 
light at the spring Sales Clinics being held 
Continental 
Meetings have been staged at Boston, at Roch- 
agencies), and at Peninsula 


and next on the circuit is 


| Field men have entered into these sessions 
with zest, and are enjoying the down-to-the- 
minute technique used in putting over Conti- 
“points of extra protection” 
and such live approaches as mortgage coverage, 
Social Security, and simple programming. The 
(Company has issued a portfolio of information 
on the income angle and is tying it into the 
along with an unusually success- 


ful mortgage plan developed by a representa- 


The aim of these clinics is to help men 
learn a more profitable use of Continental 
American tools, based on the Company philos- 
ophy of providing the greatest protection per 


premium dollar suited to individual needs. 


Continental American Life Insurance Company 


American territory. 


W. M. ROTHAERMEL, Vice-President 
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‘Sion’ Life ee 
Honor Raub’s 35th Year 








EDWARD B. RAUB 


Edward B. Raub, president Indian- 
apolis Life, is being signally honored 
this month by all its agents. A five 
pee period has been designated as 

President’s month” in honor of Mr. 
Raub’s 35 years’ service with the com- 
pany. He was one of the founders of 
the Indianapolis Life in 1905 and has 
served it continuously since that time. 

New business for the first week of 
president’s month exceeded quota by 
31.2 percent, A. Leroy Portteus, vice- 
president, reported. 


Par-for-Parkinson 
Drive Successful 


John Kessler of the Homer Jamison 
agency, Oklahoma City, was “par excel- 
lence” agent in the “Par-for-Parkinson” 
April drive of Equitable Society in the 
central west. He had 75% applications 
on binder. Clark L. Hansen of the C. 
W. Poole agency, Aberdeen, S. D., was 
leading unit manager, his unit submit- 
ting 372 applications. | Of the 21 agents 
in his unit, 19 were “par” agents. The 
two men were specially honored at a 
luncheon in Chicago this week which 
was attended by President T. I. Parkin- 
son. 

The A. M. Embry agency, Kansas 
City, led in number of applications with 
833, had 95 “par” ‘agents and 144 who 
scored. The A. B. Shea agency, Minne- 
apolis, was second with 82 7 applic —— 
64 “par” agents and 128 pee M. 
Nelson agency, Des Moines, third, “ 
50 and 115, respectively; C. W. Poole 
agency, 688, 44 and 54 respectively; R. 
M. Ryan agency, Detroit, 608, 56 and 
116, respectively. 


Lustgarten Chicago Leader 


The Samuel Lustgarten agency, Chi- 

cago, led all the Chicago agencies with 
430 cases for more than $2,000,000 ap- 
plied for business. B. H. Katz of the 
Ned M. Becker unit, Lustgarten agency, 
was agency leader with 30% applications 
tor $60,000 volume, an average of an ap- 
plication a day for the entire month. 
Louis Behr, millionaire producer, and 
nine other agents scored more than 10 
applications each in the month, and 11 
new agents, including two women, made 
par of five applications each. The M. A. 
Feur unit submitted 108 applications and 
the R. E. Grossberg unit had the best 
all round performance in the agency 
with 27 applicatins from the 13 agents. 
: There were 915 “par” agents recorded 
in the month’s drive and a total of 
9,252% applications. There were 64 par 
units and 1,657 agents who scored in the 
month. A par agent is one who secured 
at least five applications during the 
month. 


Comat Actuaries 
Hear “Humanized” 
Statement Detlated 


LOS ANGELES—The idea of “hu- 
manizing” the annual statements of life 
companies was treated with something 
less than enthusiasm at the two day 
meeting here of the Actuarial Club of 
the Pacific in the Pacific Mutual Lite 
Building. 

Verner Leckie, director of advertising 
for Occidental Life,’ expressed the belief 
that the companies in striving to “hu- 
manize” their statements are introducing 
too much of an element of defense. The 
pages of pictures and graphs prove that 
the company is in good condition but 
may have the effect of over-emphasis, 
he said, and do more harm than good. 
The exasperations of the present, he de- 
clared, should not prompt the companies 
to engage in hysterical defense of what 
actually needs no defense. 

The statement should remain a state- 
ment, he contended, rather than the 
adventures of a Robin Hood. 

As a sales document, Mr. Leckie said, 
the briefer the statement the more effec- 
tive its presentation. 

Occidental Life this year mailed to its 
policyholders a brief, highlighted sum- 
mary of the company’s progress during 
the year. Attached to this was a per- 
forated coupon for the benefit of those 
who desired a more complete statement. 
The idea was that nothing in the mail 
could ever be as good as a man on the 
ground, that the “best way to get him 
there is to ask the policyholder to invite 
him. Occidental Life has been getting 
completed coupons from about 5 percent 
of the policyholders. These should pro- 
vide some excellent leads, he declared. 
Many of those who do reply are not 
interested in the annual statement, but 
rather in the proper arrangement of the 
life insurance that they have bought. 

F. R. Kerman, public relations director 
of Pacific Mutual Life, said the detail in 
the financial statement conceals rather 
than discloses the facts that the business 
hopes the public will learn. He pointed 
out that originally the balance sheet was 
prepared for the information and guid- 
ance of management. Later it got the 
attention of “financial sophisticates” 
seeking investment for their funds. More 
recently it has been employed to inform 
the public and “here I think it runs 
grave danger of missing the mark be- 
cause it tries to present so many facts in 
an unfamiliar jargon that it discourages 
understanding and because in its effort 
to avoid this Scylla it is just as apt to 
strike Charybdis represented by a foolish 
concept in which the desire to humanize 
the statement goes completely off the 
deep end and becomes silly.’ 

President R. B. Richardson of West- 
ern Life and R. R. Brown of Metro- 
politan Life also discussed this subject. 

The only formal paper presented at 
the meeting was that on the new gain 
and loss exhibit by E. V. Hoff of Occi- 
dental Life. 

H. H. Buckman, California-Western 
States Life, gave a discussion of the 
methods used by his company in select- 
ing home office personnel, method of 
training and system of interchange of 
workers between the various depart- 
ments. 

Earl MacRea, Occidental Life, gave a 
discussion of substandard business. 

On the second day there was an ex- 
tended discussion of the new mortality 
table Z with Alfred G. Hann, Pacific 
Mutual, leading the discussion. 

J. Cooper, Pacific Mutual, led the 
discussion on taxation developments. 
The attendance numbered about 60. 





Mutual Benefit Veterans Meet 


NEWARK—At the annual dinner of 


the Veterans Club of the Mutual Benefit 
Life, President John R. Hardin pre- 
sented pins to the new members and 
spoke warmly of the company as the 
home of its veterans. Vice-president E. 
E. Rhodes also spoke briefly. Howard 
Hall was toastmaster. 








‘THE LINCOLN 





“The Boy Lincoln and His Mother’ 
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A Gift For the Giver 


se greatest giver in all the world is Mother. She 
is forever giving to home and children from her 
great store of loving care. 














If you would like to give her—and a// the family— 
the ideal Mother’s Day Gift, let us suggest this to 
you: Consult your local Lincoln National Life Insur- 
ance representative about a special plan for her pro- 
tection. He is prepared to work out such a plan with 
you—one that is suited to your personal needs—one, 
for example, that would pay your wife a monthly 
“salary” in case you died, or keep a “pay check” 
coming in regularly to you should you live beyond 
retirement age. You can rely on the Lincoln National 
agent for sound, unselfish counsel on all life insur- 
ance problems. Call him now. 










From May IIth issue of Saturday Evening Post. 
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contest” carried on in the west. In 
April five applications are made “par.” 
He answered that he had some knowl- 
edge of this. The inference in the ques- 
tion was that this was a high pressure 


salesmanship enterprise and was wasteful. 


Mr. Parkinson was speaking to someone 
about the TNEC hearing and the “Par 
for Parkinson” campaign later on. His 
friend suggested that ‘TNEC” meant, 
“The New Equitable Campaign.” 

He expressed his belief in agency cam- 
paigns. He said they brought out the 
best in producers, and called on_ their 
reserve. ‘Contests are an accentuation of 
human effort, being employed for mis- 
sionary, humanitarian and educational 
work. President Parkinson said that the 
work that is done preceding the payment 
of the premium is all-important. Every 
prospect should have his needs carefully 
analyzed. What the agent tells the pros- 
pect and the knowledge that he gives 1s 
constructive educational work. An agent, 
if he is a good one, becomes intensely 
interested in other human beings. For 
his efforts he draws on his physical, 
mental and emotional resources. Cam- 
paigns of the “Par for Parkinson type, 
he said, tend to stir up individuals. There 
is great inspiration, he said, in a united 
movement. He cited the many cam- 
paigns that are carried on for charitable, 
religious, welfare and institutional pur- 
poses. He acknowledged that there are 
some defects in such campaigns but the 
good _ overwhelmingly predominates. 
These campaigns, he said, are of great 
public benefit. They bring performance. 
A public service is rendered. He asked, 
“What does it mean to sign up 75 people 
for life insurance in a single month?” 


Subjected to Great Responsibility 

He said that life insurance production 
subjects agents to breat responsibility. 
They are selling contracts that may ma- 
ture many, many years ahead. They are 
promising that the company will meet its 
obligations. They are assuring their 
prospects of real performance. Agents, 
he said, apply the service of life insur- 
ance to the individual. Life insurance, 
to a great extent, he said, is performance 
in the future. -~ 

The responsibility on the officials at 
the head office as well as field men, he 
said, is both positive and negative. They 
must know what to do and what not to 
do. All plans, he added, are in vain un- 
less they are carried out. Life insurance 
he characterized as a business of mutual 
cooperation, a great cooperative institu- 
tion. Each policyholder is insured by all 
the rest of the policyholders and he 1s 





one of the insurers of all the rest. 
In order to be successful a life in- 
company, he said, must have a 


surance 
competent, devoted home office manage- 
ment; it must be imbued with the spirit 
of cooperation. Cooperation, he said, has 
a performance side as well as a benefit 
side. 
Development of Life Insurance 
President Parkinson referred to his 
boyhood days in a small community in 
1892, when he was the only lad that 
owned a bicycle. He was often called 
upon to ride and summon a doctor, get 
medicine at a drug store or give other 
humanitarian duties. There were no 
telephones, automobiles or other rapid 
transportation facilities. People, he said, 
were obliged to depend on neighborly 
helpfulness in case of emergency. It 
was the day of hat passing in case of 
death or disability. Then came the day 
of lodge and church societies and other 
associations that were organized to at- 
tempt to render a better service in help- 
ing. Funds were collected for purposes 
of assistance in case of emergency. Then 
followed weak fraternal institutions, un- 
scientifically organized, attempting to 
provide a fund to be on hand to help 
He said these were unsoundly 
organized and administered. The mod- 
life insurance company, he said, 
developed out of these humble efforts 


members. 


ern 


to permit people to help one another and 
help themselves. The modern life com- 
pany, he said, is sound and scientifically 
constructed. All obligations are being 
met. He said that so far as his own 
company was concerned it met its obli- 
gations not only according to the letter 
but to the spirit of its contracts. He 
said that these companies must be kept 
solvent and must be safeguarded in order 
to meet future obligations. 


State Insurance Supervision 

The government, he said, has super- 
vision over obligations of this character. 
Life insurance has been developed under 
the supervision of state departments. He 
acknowledged that there was a lack of 
uniformity in this plan. Different laws 
do not provide the same sort of super- 
vision but he said that conditions are 
different in the various states. Insurance 
laws and state government supervision, 
he said, can be adjusted to the com- 
munity to which they apply. Life insur- 
ance problems, he said, are best handled 
near the homes of people. Sometimes, 
he said, these state regulations are an- 
noying but he declared they are reason- 
able and best for all concerned. Life 


companies, he said, are supervised every . 


day in the year and in New York there 
must be a triennial examination, which 
so far as the Equitable is concerned, re- 
quires two years time. He called atten- 
tion to the voluminous annual financial 
reports that have to be filed with all the 
state departments. He has found in the 
examinations of the Equitable that the 
examiners are men of competency and 
experience. 

In speaking of state supervision he 
feels that the supervising authorities deal 
with the personal life of people through 
the personal laws of the state. These 
laws are administered by those close to 
the resident people. The departments, 
he said, represent the service that they 
can render to people rather than trying 
to control people, and dictate. A num- 
ber of experiments are tried in different 
states and if one is found salutary and 
satisfactory it can be adopted in others. 
No business, he said, of any character, 
is required to make such an exacting 
report to public authorities as insurance 
nor is any business so carefully super- 
vised. State supervision, he said, has 
been successful and satisfactory. 


Life Insurance Assets 

The greatest intangible asset in life in- 
surance, he said, is the cooperative pro- 
vision and structure of a company. An- 
other tremendously important asset, he 
said, is the agency force. Salesmen, he 
said, of all great industries have proved 
a mighty factor in carrying their wares 
to the people. Salesmanship, he acknowl- 
edged, has built up great institutions. 
There are salesmen of various types of 
personality and ability in life insurance. 
They follow different methods in their 
work. They are not custom made. 
They meet the needs of all sorts of buy- 
ers. Any sales service gotten up by a 
company, he said, should be adapted to 
the individual method of each salesman. 
Each man has his own ways. 

Banks and the postoffice, he said, do 
not and cannot render any agency serv- 
i They can sell a piece of paper but 
they cannot sell any service. When an 
agent’s service is eliminated then one 
of the greatest benefits of life insurance 
is lost. 


ce. 


Some Corporations Have Souls 


President Parkinson referred to the 
old saying that a corporation has no 
soul. In speaking of the Equitable, he 
said, the corporation is reflected through 
the character of the men who are officials 
and directors. They are all serving the 
policyholders to their best ability. He 
said that a body of directors who realize 
their trusteeship responsibility create the 
spirit and heart of a life company. 

President Parkinson said that the docu- 
ment, “Your Policy,” explaining the 
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annual statement was not gotten up by 
any one man but was the composite 
thought of a group of officials and their 
assistants. A number of men had a hand 
in it. 

A life company, he said, is not merely 
dealing with insurance problems but it 


is dealing with life insurance. Other 
classes of insurance deal with current 
losses. They have their insurance prob- 


lems but they do not deal with life in- 
surance. Theirs, he said, is a problem 
of possible loss. All assured will not 
be claimants. They are dealing in aver- 
ages. Life insurance, he said, deals with 
a risk that is bound to happen. There 
must be ample funds to meet these obli- 
gations that are sure to come in the 
future. 


Difficulties of Investment 


In referring to the difficulties of in- 
vestment, he said that at the beginning 
of each year the Equitable officials won- 
der what they are going to do with the 
funds but they have been successful in 
getting a fair yield, which has been on 
the average in the neighborhood of 3% 
percent. Of course, he added, this is not 
5 percent as was the average yield in 
days gone by. If it were possible to 
realize 5 percent that would have made 
$36,000,000 more to distribute in divi- 
dends. At the same time the Equitable, 





he said, is distributing $39,000,000 in 
dividends every year. 

The policy of the company, he said, 
is not to invest in long term securities 
at too low an interest rate. Interest 
rates may increase and if so a long term 
security is being held at a reduced rate. 
If investment officials keep their eyes 
open, he said, they can find something 
satisfactory and something different, 
Last year, he said, the Equitable sold 
2,200 pieces of real estate at a profit. 


Day Is Not Ended 


In speaking of the future, Mr. Park- 
inson eloquently and forcefully expressed 
his faith in the country and its oppor- 
tunities. He said that the day of action 
and thrill is not past. The United States, 
he said, has not reached its economic 
maturity. 


Gotschall Tells Records 


W. L. Gottschall of Chicago, director 
of agencies, opened the meeting calling 
attention to the records made during the 
April contest. K. M. Sacks, agency 
manager in ‘Chicago and president of the 
Central Managers Association, presided 
and introduced President Parkinson. The 
luncheon was tendered to all by the Chi- 
cago managers. Manager J. P. Binns of 
the Stevens Hotel spoke a word of 
greeting. 











Increased Earnings — 
A More Salable Product 


The Franklin believes that ‘‘to have a 
worthwhile agency force you must have a 


prosperous agency force.” 


In furtherance of this belief, Franklin 
agency contracts are generous and Franklin 
policy contracts are designed not only to 
give the utmost in benefits and service 
to policyholder and beneficiary, but also to 
give Franklin agents a product to sell that 


will put more money in their pockets. 


56 Years of Distinguished Service 


Over $177,500,000.00 Insurance in Force 


FRANKLIN 


LIFE INSURANCE COMPANY 
SPRINGFIELD, ILLINOIS 
CHAS. E. BECKER, President 
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General American's 
Texas Men Meet 


General American Life agents in 
Texas held their annual convention at 
Camp Waldemar, near Kerrville for two 
days. Matthew Brown, San Antonio, 
general agent, was chairman the first 
day. R.L. Gulley, Texas agency super- 
visor, said in a talk that better selection 
and training of a smaller agency force 
is producing more business in Texas 
than was produced previously by a 
ereater number of agents. 

Mrs. Clive Boles spoke on “Prospect- 
ing Is a Series of Activities.” Brooks 
Glover, who has been an agent for only 
six months, described his prospecting 
plans. 

O. K. Ausmus, Marshall, Tex., dem- 
onstrated the method he uses when 
calling on a prospect. General Agent 
Brown conducted a quiz on insurance. 


Company Officials Talk 


E. E. Brill, vice-president in charge of 
group department, outlined service es- 
sential for the proper dev elopment pos- 
sibilities in selling group insurance. C. 
J. Burian, vice-president and actuary, 
spoke on “Our Participating Program.” 
Dr. J. H. Ready, medical director, dis- 
cussed “Life Insurance Medicine.” Life 
underwriting concerns itself with facts 
and not opinions developed in a clinic, 
he said. 

. E. Bowden, agency assistant, was 
chairman the second day. E. T. Mat- 
teson talked on “Economic and Social 
Contacts.” He said 95 percent of .the 
business that he writes is the result of 
economic or business contacts. W. V. 
Wilson, San Antonio, spoke on ‘Mak- 
ing Group Automatic.” F. H. Hunt, 
San Antonio, talked on “Selling Odd 
Amounts,” which, he said, develops the 
prospect into a client who buys insur- 
ance on a monthly income basis rather 
than lump sum. 


Brown Discusses Habits 


General Agent Brown discussed 
“Work Habits.” He cited a man who 
failed three times as a life agent, then 
formed a plan to write at least one 
$10,000 case each week and $100,000 oc- 
casionally. He avoided many pitfalls 
and became a million dollar producer. 

Witt Hangar, Dallas, said he entered 
life insurance after a law training, as it 
otfered him an opportunity to solicit 
business, a privilege denied him as an 
ethical attorney, and to use his legal 
knowledge in serving prospects. S. C. 
U nsell, spoke on “Cashing in on a Hob- 
by.’ He takes pictures of employes in 
a plant where he has sold a group, and 
the employ ers where he has a franchise 
use these in the house organ for giving 
“— recognition. 

J. Barrett, supervisor of sales, ac- 
aud department, discussed the prob- 
lem of lapses in accident insurance. ES 
R. Reisor, Dallas, spoke on “Selling 
Substantial Men.” He said they are ac- 
customed to make decisions quickly. 


Lehman’s Veto Leaves War 


Clause Subject Still Clouded 


NEW YORK — Governor Lehman’s 
vetoing of the bill specifying in detail 
new permissible standard provisions for 
war clauses in ordinary policies leaves 
the companies faced with the somewhat 
ambiguous war clause language of the 
New York code. The proposed change 
was described in detail in the April 12 
issue of THE NATIONAL UnvERwriter. It 
was broader than the code in some re- 
spects, less so in others, but definitely 
clearer. 


Need Shown by Aviation Case 





The code permits compamies to ex- 
clude liability for coverage, even beyond 
the contestable limit, in case of death 
resulting from military or naval service. 
This might permit companies to deny 
liability 20 vears after cessation of hos- 
tilities if it were shown that death 


‘occurred as a result of an old war in- 


jury or was otherwise caused by “mili- 
tary or naval service.” The code would 
even permit exclusion of liability for 
military or naval service deaths occur- 
ring within the United States. 

Need of a war clause that would per- 
mit companies to exclude this hazard 
and yet not leave the road open to un- 
justrhable types of exclusions came to 
light after the court decision in Metro- 
politan Life vs. Conway, which upheld 
a company’s right to exclude certain 
causes of death, in that case death re- 
sulting from aviation. The decision was 
so broad that as Prof. E. W. Patter- 
son, chief author of the new code, said, 
the law would permit a company if it 
so desired to exclude death occurring 
“while the insured was walking down 
the shady side of a street.” 

The new code’s war clause is so re- 
strictive that it is doubtful that it will 
be interpreted so as to permit some of 
the clauses which are acceptable to other 
states. Fortunately, the governor ap- 
proved a bill changing the law so that 
policies unacceptable to New York state 
can be issued by New York companies 
for delivery elsewhere, where, presum- 
ably, there is no objection on the part 
of the insurance department. 

Clauses similar to the one vetoed are 
applicable to disability and industrial in- 
surance. 


Investment Official 


Now Vice-president 


CINCINNATI—Ralph A. Metzger 
was elected vice-president of the Union 
Central Life Tues- 
day. He has been 
manager of the 
bond department 
since May of last 
year and has been 
in charge of the 
portfolio of more 
than $127,000,000 of 
bonds, representing 
32 percent of the 
assets. 

Before joining 
the Union Central 
he was connected 
with the National 
City Bank of New 
York and later with the Brown-Har- 
riman Company. In both positions he 
was in the bond department. 

He was born in Akron, O., in 1897 
and entered the Wharton School. He 
took his last year of work at Ohio State 
University, graduating in 1922. He spe- 
cialized in banking and insurance. 

Upon graduation he went with the 
National City Bank of New York for 





R. A. Metzger 


a short training period and then was 
sent to the Cleveland office, where he 
remained until 1923. Then he was sent 
to the Cincinnati office, from which he 
traveled in the surrounding states, con- 
tacting banks for the New York office. 
From 1927 until 1932 he was in charge 
of the Cincinnati office. Then he was 
put in charge of the state. 

He remained in this post until 1935 
when he joined the Brown-Harriman 
Company. 


Success Factors Pointed Out 

DES MOINES—To maintain a level 
of success and security “know what you 
want, get what you want, but want it af 
ter you get it,” Miss Corrine V. Loomis 
Boston associate general agent John 
Hancock Mutual Life, declared in a talk 
to the Des Moines Chamber of Com 
merce department of women’s affairs 
The essence of achievement is the abil 
ity to take infinite pains with much 
thought and _ perspiration, she said 
Achievement is based 20 percent on 
what is done and 80 percent on how it’s 
done. In handling people make them 
feel important, be a good listener, re- 
member names and what interests th 
other fellows, she advises 
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One of a series — Giv- 
ing facts about the 


Fidelity. 








seven states. 


MEASURING ROD 


Size and age are not necessarily a final criteria by | 
which a company should be judged. Anorganizationmay | 
have lost the common touch without being large. Andit | 
may have gained little from passing years without being 
young. 

But the company which has a reputation for friendili- 
ness alike to policyholders and agents and which through- 
out its operations evidences seasoned judgment in all its 
relations is a company to which men can tie with confi- 
dence regardless of its size and of its age. Fidelity is such 
a company. 

It takes pride in being known as a friendly company—a 
reputation it has built for sixty-one years and in thirty- 
It is therefore not a young company. With 
over 365 millions of insurance in force and assets of more 
than 129 million, it ranks high in the list of American com- 
panies. It is, therefore, not a small company. Its purpose 
to remain a friendly company has been steadfastly upheld 
as it has added the years and grown in size. It is one 
fundamental of its operation that goes on unchanged. 


Fidelity originated the “Income for Life’ plan and for | 
twenty-three years has operated a singularly successful 
lead service based on its unusual appeal. 
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working conditions; compensatioii com- 
mensurate with ability, responsibility, 
and performance; clearly stated rules 
and regulations which provide just treat- 
ment and discipline; full opportunity to 
discuss with the management the terms 
and conditions of employment and other 
matters of mutual interest; courteous 
and considerate treatment: thorough 
training in both the basic and advanced 
phases of the business; ready recogni- 
tion of ability, good workmanship and 
faithful service and due reward through 
opportunity for promotion and advance- 
ment; assistance through intelligent ad- 
vice in personal and business matters 
and encouragement toward financial se- 
curity through thrift and savings; secur- 
ity against the hazards of old age and 
unemployment; and confidence and fair 
supervision in the job at hand. 






Employer Looks for Return 


“On the other hand,” said Mr. Hard- 
wick, “the employer naturally expects 
an adequate return and corresponding 
acceptance by employes of responsibility 
for execution of all the employment con- 
ditions, stated or implied.” 

As a first step, he said, the personnel 
policy should be reduced to writing in 
a clear and understandable form. Sec- 
ond, ways and means should be de- 
veloped by which knowledge of this pol- 
icy can be spread through the organ- 
ization. It has been found best, he 
said, to centralize personnel work un- 
der a staff officer who is directly re- 
sponsible to the head of the company. 

ee py value of job analysis, Mr. 
Hardwick said that a valuable by-prod- 
uct of job peste is job specifications, 
which serve as an important aid in em- 
ployment, permittin g the employment 
officer to look bevo nd the needs of the 

n nediate vacancy to the applicant’s 

ifications for later and greater re- 
sp sponsibility. 






Understanding Promotion Plan 


Hardwick also stressed the neces- 

wo) for beginning employes having an 
erstanding of the company’s promo- 
tion policies, otherwise there may he 
misunderstandings He recommended 
a comprehensive salary administration 
plan as bringing a dot return: first 


it inspires increased clerical efficiency 





and second it decreases costs of opera- 
tion. 

Discussion of selection of home office 
personnel brought out a difference of 
opinion between B. R. Sappenfield, sec- 
retary L. O. M. committee on tests, 
who expressed optimism on the use of 
tests in selection, and G. D. Wood, as- 
sistant secretary Provident Mutual Life, 
who was skeptical of tests and advanced 
the opinion that they are about 50 per- 
cent guess work. Mr. Wood said that 
judgment is still the big thing in select- 
ing employes and strangely enough is a 
trait not necessarily associated with ex- 
ecutive ability. He pointed out that on 
performance tests a person who does 
poorly because of inexperience may ve 
a better bet because of greater adapta- 
bility. He said there is a wide differ- 
ence of opinion on psychological tests 
and that their proper use should in- 
clude an awareness of their limitations. 
Consider Non-Scholastic Record 

In appraising a prospective employe’s 
record it is important to consider not 
only his scholastic marks but his extra- 
curricular activities, as reflecting the 
confidence and respect of his associates. 
He warned that a person with brilliant 
marks but whose record indicated that 
he was an introvert or a pronounced in- 
dividualist should probably be turned 
down. 

Mr. Sappenfield said that the psycho- 
logist Thurstone succeeded in separat- 
ing eight distinct mental abilities; per- 
ceptual ability; ability to deal with num- 


1 


bers; verbal ability; ability to deal with 


visual figures in space; memory; induc- 
tive ability; reasoning ability and word 
fluency. He said that tests have been 
published by all these abilities except 
word fluency and that while none is an 
exact measure of the particular ability 
involved the tests furnish a promising 
basis for further experimental work. 


Foresees Temperament Tests 


Mr. Sappenfield said that develop- 
ments to be expected include wide ex- 
perimentation with tests of temperament 
which may, in conjunction with mental 
alertness tests, improve selection in 
general. He also forecast research 
aimed at determining composite mental 
abilities required for highest success in 
the different groups of similar jobs in 
order to aid in placing new workers. 

Speaking on indicated trends in the 
application of salary administration plans 
to life office operations, R. D. Gray, as- 
sistant professor University of Connecti- 
cut and L. O. M. special research 
assistant, said that a successful salary 
administration plan should provide the 
basis for answering the following ques- 
tions: What work does each employe 
do? how much.is the job worth? how 
much a specific employe be paid? There 
should be established a range of salaries 
for each job, a rating of the individual’s 
performance and any general policies, 
such as recognition for length of serv- 
ice. These should be the basis of each 
salary decision, he said. Much of Pro- 
fessor Gray’s paper was devoted to 
showing why it was practicable to have 
a job description or specification for 
each position. , 


Balance of Security vs. Incentive 


H. L. Rhoades, assistant to the per- 
sonnel officer Metropolitan Life, said 
that the primary objective in personnel 
work is a balance between maximum 
security on the one hand and adequate 
incentive on the other. He summarized 
his conclusions as follows: Merit is 
the basic foundation of advancement, 
with proper consideration for seniority 
and other factors; “horizontal” promo- 
tions to other divisions may provide 
as many opportunities and advantages as 
the vertical type; records of promotions, 
including calculations of promotional 
rates are of material aid; promotions to 
the out rye in extreme cases, are fully 
justified and often in the best interest of 
the individual and the company. 

Others who spoke were D. N. War- 
ters, associate actuary Bankers Life of 
Iowa: Dr. G. E. Woodford, medical di- 
rector Home Life of New York; Robert 
Newcomb, executive secretary House 
Magazine Institute; C. A. Burns, staff 
instructor Canada Life; E. E. Duck- 
worth, comptroller Sun Life of Canada: 
and Miss Louise M. Newman, personnel 
manager Northwestern Mutual Life. 

A panel discussion gave a glimpse of 
a salary committee in action, first, be- 
fore salary standardization and _ then 
after salary standardization. The “com- 
mittee” was made up of the secretary 
of the company, the actuary, the salary 
committee chairman, the secretary of 
the salary committee, superintendent of 
agencies and the treasurer, these parts 
being taken respectively by P. L. Dick- 
inson, Aetna Life; R. E. Erway, secre- 
tary Acacia Mutual; Professor Gray: 
James Greenwood, personnel manager 
Massachusetts Mutual; N. P. Wood, sec- 
retary State Mutual Life, and H. H. 
Allen, secretary Mutual Benefit Life. 

The Institute of Life Insurance mo- 
tion picture, “American Portrait,”’ was 
shown. 


Blanks Committee Meeting 


NEW YORK — The committee on 
blanks of the National Association of 
Insurance Commissioners went into ses- 
sion at the Hotel Commodore here Sat- 
urday, continuing through Wednesday. 


Group — oer in 
Employe Relations 


(CONTINUED FROM PAGE 1) 


of a business nature than a service cor- 
poration. Perhaps from this attitude the 
life insurance view on some phases of 
industrial relationship and _ particularly 
that of “better industrial relationships 
by protecting the individuals through 
mass action is of — value. In group 
insurance, he said, those responsible for 
it have been brought into contact with 
many of the great minds in industry, 
with thousands of thoughtful employers 
and have been in attendance in many, if 
not most of the important conferences 
of the decade having to do with indus- 
trial relationships. 

Mr. Graham said that the workers 
suffer from a lack of security. The sud- 
den loss of one’s wages through possible 
unemployment, disability, invalidity or 
death leaves him treading in insecurity. 


Should Save for Rainy Day 


Industry, he said, should teach the 
wage earner to budget his income so 
that there will be something left for a 
rainy day. Thrift, Mr. Graham said, 
should not be left to the savings bank 


or building and loan organizations but 
should be supplemented by encouraging 
sound, thrift institutions to canvass the 
worker and supply him with some way 
of saving at the source in some more or 
less automatic manner. Anything a man 
saves is insurance to him against pre- 
ventable form of suffering and makes 
him a capitalist to the betterment of all, 
he added. Life insurance, he contended, 
has done much for society in the agent’s 
activities but it can and must do more 
for the worker in bringing its wares to 
him than it does at present for his ready 
purchase in a more automatic fashion at 
rates not in excess of those the large 
policyholder can get. 

One big life insurance step toward 
making the job secure has been the de- 
velopment of group insurance, Mr. 
Graham declared. He said, “As one 
who is credited with making the system 
of group insurance salable, I would like 
to state that the credit lies less with life 
insurance than with the enlightened em- 
ployer whose inquiries uncovered the 
fact that industry was ripe for the 
service.” 


A secondary feature in protecting the 


employe, he said, is old age pensions 
and these have been in vogue in some 


form in some industries for a number 
of years but for the most part they have 
Teal sense ot 


utterly jailed to supply a 





“GUARANTEE MUTUAL MEN MUST SUCCEED’ 








material? 
What plan do you use in searching for new men? 
What is your most effective approach talk? 


Do you allot a definite time for agency building? 


much? 


profitable. 


“Forward in Forty” really means 


something with us. 


A. B. Olson. Agency Vice-President 


OMAHA, 








LET’S TALK ABOUT: = Aygency 


How do you determine if you should have more agents? 
How do you decide on the kind and type of new agency 


How 


These are just a few of the questions on agency 
building threshed out at our unique two weeks’ 
GENERAL AGENT'S CONFERENCE What bet- 
ter way to arrive at practical solutions than 
around the table with fellow general agents of 
your own company? The many conclusions jointly 
reached are materially aiding our General Agents 
to make their operations more effective and 


GUARANTEE MUTUAL LIFE COMPANY 
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Ask our General Agents 
about the value of our 
GENERAL AGENT’S 
CONFERENCE, It is a 
part of the “Builders of 
Men” agency plan. 





Our Income Continuance plan provides monthly payments for life to our agents beginning 
at age 65. Ask about it! 
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security to the younger workers except 
in isolated instances. There are grievous 
faults in the present pension plan, he 
said. They are not properly financed. 
They are not treated as liabilities. Loss 
of time through sickness and non-occu- 
pational injuries are a cause of worry 
but again could be helped materially by 
modest insurance through the industry 
and helped prodigiously by additional 
individual insurances on part of the 
worker. 

Occupational accidents and in some 
states occupational disease are now cov- 
ered by workmen’s compensation laws. 
Mr. Graham said that 15 or 20 years 
ago while workmen’s compensation was 
having some recognition in other coun- 
tries it would have been thought’ social- 
istic to the extreme to suggest the in- 
troduction of such measures in this 
country. The industrial problem can be 
restated, he said, as follows: “Make in- 
dustries safe for the worker in order to 
make the worker safe for industry.” 


BUYER RECITES PROBLEMS 


ATLANTIC CITY—Factors to be 
taken- into consideration by a firm that 
contemplates self insuring were sug- 
gested by J. W. Myers of Standard Oil 
of New Jersey at the meeting here of 
the insurance division of the American 
Management Association. A determina- 
tion of when self-insurance is practical 
depends on correct evaluation of a risk, 
he declared. The management must do 
its own thinking just as the insurance 
underwriter does. 

There are four methods, he said, by 
which cash indemnities and medical 
services may be provided to those em- 
ploved in industry: Non-contributory 
self-insured programs operated by the 
employer; mutual associations operated 
by employes but often partly subsidized 
by employers or the state; private in- 
surance of the type now offered in a 
limited way by several American com- 
panies; straight government social in- 
surance, 

The mutual associations. he said, are 
serving a useful purpose and revealing 
many advantages not possessed by other 
methods. Pending clarification of the 
course to be followed, it would seem 
that so far as concerns cash benefits, 
the non-contributory employer systems 
lend themselves most easily to adjust- 
ment in the event a government pro- 
gram begins to evolve. 

Experience in foreign countries sug- 
gests that it may eventually be desir- 
able to provide a program for taking 
care of chronic disability for at least 
part of the period between the date 
when temporary sickness benefits ex- 
pire and the date of commencement of 
old ege pension payments. The experi- 
ence of the American life companies 
with this problem in connection with 
group life insurance could hardly be 
called a success. The most practical 
approach is for the employer to operate 
a self-insured program involving a con- 
siderable element of discretion so that 
benefits can be varied by administration 
as length of service, financial need and 
medical condition of the individual cases 
suggest. The administrative problem is 
difficult and the difficulties are magni- 
fied many times when legal rights are 
accorded. 

_ The tremendous growth of group life 
insurance in this country speaks for 
itself. With a large exposure, the finan- 
cial risk of self-insurance may not be 
serious if the benefits do not include 
annuitants. Entirely aside from the 
financial risk, insurance is, of course, 
highly advantageous, and often neces- 
sary, where a contributory system is 
employed. On the other hand, insur- 
ance is not practical where conditions of 
dependency for qualification of benefi- 
Claries are imposed. Now that the fed- 
eral social security act provides survivor 
benefits to certain dependent relatives, 
the technique to be employed for sup- 
plementing such benefits may lead to 
some modification of prevailing U. S. 
practice. 

There 
surance 
Pension 


are many dangers of self-in- 
of the old age pension risk. 
obligations which may require 
50 vears to liquidate. carry serious obli- 


R. C. Whitney Assistant 
in J. G. Hill’s Agency 














RUSSELL C. WHITNEY 


R. C. Whitney has been appointed 
assistant general agent of the J. G. Hill 
agency of the Connecticut Mutual Life 
agency in Chicago. For the last two 
years he has been a leading producer 
in the Hughes agency of Massachusetts 
Mutual in Chicago. Prior to that Mr. 
Whitney was Chicago manager of the 
General American Life. 





Nominations Announced in 
Chicago Association 


Nominations in the Chicago Associa- 
tion of Life Underwriters, to be sub- 
mitted to a mail ballot and results re- 
ported at the annual meeting June 11, 
were announced by C. B. Stumes, Penn 
Mutual, chairman nominating commit- 
tee. Officers slated are: President, W. 
M. Houze, Sr.. general agent John Han- 
cock, chairman general agents and man- 
agers division; vice-president, D. Miley 
Phipps, Parsons agency Mutual Benefit; 
second vice-president, J. H. Brennan, 
general agent Fidelity Mutual: treas- 
urer, W. N. Hiller, Stumes & Loeb 
agency Penn Mutual. 

P. B. Hobbs, agency manager Equita- 
ble Society, was slated for national com- 
mitteeman. Directors nominated are: 
F. J. Budinger, general agent Franklin 
Life; E. W. Hughes, general agent 
Massachusetts Mutual; B. H. Groves, 
manager Travelers; W. E. North, New 
York Life; J. H. Sherman, manager life 
department W. A. Alexander & Co. 
(Penn Mutual); George Huth, Provi- 
dent Mutual: J. O. Todd, H. S. Vail & 
Sons; Mrs. Jeanette Thielens Phillips, 
Massachusetts Mutual; C. B. DeVol, 
Great-West, and A. J. Zern, Northwest- 
ern National. 








gations. Interest rates, life expectancy, 
labor turnover, changes in currency 
values, unsound administration, all rise 
to flague the well-intentioned em- 
ployer. As a result, there is almost a 
universal trend toward the insurance of 
private pension plans. Certainly, there 
is increasing doubt whether any private 
industrial or commercial enterprise is 
properly equipped to handle the invest- 
ment of old age pension reserves. 





TAX CASES 
The Diamond Life Bulletins has the 
easiest-to-use tax service for life men avail- 
able at any price. The tax angle is not 
limited to big cases—it will help often in 
small ones, and help make small ones 
bigger. A new “Finder System” for the 
Diamond Life Bulletins puts tax informa- 
tion at the finger tips even of an agent 
who has never handled a tax case before. 

Diamond Life Bulletins Available 
in Most Offices 








QUERY: What life insur- 


ance company has increased 


its insurance in force every 
year since organization? 


COMMENT: Many com- 
panies have increased assests 
regularly. Some have made 
steady increases in surplus. 
But very few have increased 
insurance in force each and 
every year of operation. A 
liberal agent’s contract, a 
hard-hitting agency depart- 
ment, a modern line of policy 
forms . . 
that enable 
Assurance to enjoy this envi- 


. these are factors 
Continental 


able distinction. 
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CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
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Humanitarianism in Home Offices 


A favorite criticism of life 


home offices is that the complications in- 


company 


volved in making any important change 
in procedure are so great that progress 
is unduly delayed. Those familiar with 
the situation realize that unlike an auto- 
mobile plant an insurance 
cannot shut 
new system of putting 


home office 


down while setting up a 


its product to- 


gether but must keep right on issuing 
new policies and giving service on old 
ones. Yet there are times when old 
methods must, in the interest of effi- 
ciency, be scrapped and new ones in- 
stalled. For this reason, the address 
made recently by R. M. Green, vice- 
president in charge of the Prudential 
home office, before the Life Office Man- 


Association is of the 


concerned with 


agement 
interest to all who are 
keeping up with modern techniques in 


greatest 


office management and yet maintaining 
stability and a contented working force 
unharassed by the 
stant disruptions in routine. 

Within the last few 
has had occasion to 


insecurity of con- 


Prudential 
major 


years 
make a re- 
vision and consolidation of its methods 
of handling ordinary business and per- 
haps an even more revolutionary change 
in its industrial department, latter 
changes including the filling in of pol- 
icies direct from punch card machines. 

Mr. Green told his fellow office man- 
agement experts what led up to these 
changes and how they were 
plished with a minimum of disturbance. 
Particularly significant the com- 
pany’s recognition of the importance of 
the emotional reaction of the employes 
to such changes, had 


the 


accon- 


Was 


even though they 


Comparative Data Is 


WiTH next week's issue of THE 
NATIONAL UNDERWRITER subscribers will 
be sent copies of Life Payments Local- 


In this 40th annual com- 


en on the vast 


ized Number. 
pilation details will 
sums distributed by 
panies in the troublesome 

Special emphasis is 
part life plays in 
the economic life of the nation. For the 
states and lead- 


be giv 
insurance com- 
1930s. 

placed on 


lite 


being 








which insurance 
nation and all sections, 
ing cities comparative is being pre- 


the 193 insur- 


data 
sented to show how 39 life 
ance payments compare with federal re- 
wages paid by manufac- 
farm products 
in the 
York, 
life 


lief payments, 
cash income from 
For example, 
states (New 


New Jer 


turers, 
and income taxes. 
middle Atlantic 
Pennsylvania and 


sey ) in- 


full assurance that their jobs were not 
at all in danger. People who are ac- 
customed to working in a certain pat- 
tern may feel at times that their work 
is monotonous but when that pattern 
is drastically changed they 
difficulty adapting themselves. 
learning to do the 
emotional 


may have 

It is not 
new work 
adjustment 


merely 
but the deeper 
that must be made. 

This consideration for the employe as 
being is also noticeable in 
supervision of other operations, even 
though no change is involved. It was 
interesting to notice that Mr. Green 
takes the long view of efficiency in this 
respect. For example, he mentioned 
that an efficiency expert would probably 
shudder at taking a high priced expert 
key-punch operator on this work and do 
messenger a. cou- 
ple of weeks. But key-punch work is 
monotonous and the employe is far hap- 
pier if her work is broken up by varia- 
tion. 

It is quite probable that in the long 
run the greatest efficiency comes with a 
contented and willing home office staff 
rather than one that is constantly being 
prodded to a greater immediate output. 
However, even if any small difference 
in efficiency were in favor of the slave- 
driving method as compared with the 
humanitarian one, it seems likely that 
policyholders, if they realized the situa- 
tion, would prefer to know that their 
policies were being handled by a con- 
tented, cooperative and intelligent home 
office their dividends 
should be a $1,000. 
The subject is a most arresting one. 


a human 


interoffice service for 


even if 
cents less per 


force 
few 


Being Presented 


surance payments in 1939 were nearly 
twice amount spent by the Works Prog- 
ress Administration, half again as much 
as the cash income from farm products, 
$100,000,000 more than the income 
tax collections and about one-third of 
the wages paid by manufacturers. Ac- 
tual figures are presented in the Life 
Payments Number with special sectional 


over 


‘maps. 

Under each state similar comparisons 
are given, stressing the economic im- 
portance of life insurance. Under the 


larger city headings life insurance pay- 
ments are compared with retail trade 
volume, wages paid manufacturers 
and bank deposits. 

The Life Payments will 
decided aid in furthering the public re- 


by 


Number be 


lations work of the life insurance busi- 
ness. In order that these facts and fig- 
ures will reach the public special news 
releases are being sent to all daily and 
the majority of weekly newspapers in 
the country for release on May 17. So 
as to get widespread publicity, individ- 
ual state releases are prepared in addi- 


tion to the national story. Every year 
The National Underwriter’s Life Pay- 
ments news is published in a majority 
of the newspapers receiving the releases 
but with this year’s new comparative 
data, the publicity given the economic 
value of life insurance promises to be 
even more extensive. 








PERSONAL SIDE OF THE BUSINESS 





Mary Jane Goodwin, accounting de- 
partment Jefferson Standard, sailed from 
New York for a vacation in Bermuda, 
given to her by the National Broadcast- 
ing Company for being the 3,000,000th 
person to enter that company’s exhibit 
at the New York fair in 1939. 

V. R. F. MacDonald, manager of the 
Montreal St. James branch of the Can- 
ada Life, won the “President’s Award,” 
the highest honor which can be earned 
by a Canada Life manager on this con- 
tinent. In making the presentation, 
President A. N. Mitchell pointed out 
that the factors on which the award is 
based include every important phase of 
branch management. 

T. I. Parkinson, president Equitable 
Society; Walter Gottschall, director of 
agencies, Chicago, and A. P. Carroll, as- 
sistant secretary, New York, were 
guests of H. L. Rogers, Indiana agency 
manager, at his summer home in Culver, 
Ind. Sixty-eight star producers of the 
Equitable in Indiana were present to 
wind up the “Par-for-Parkinson” cam- 
paign conducted in April. The 91 agents 
under contract produced $1,700,000 new 
business in April, and 65 wrote five or 
more policies, the applications totaling 
about 600. Frank Forkner, Hartford 


City, led with 34 applications. H. A. 
Sievers, Hartford City, was leading 
district manager in Indiana. Among 


distinguished guests present were Gov- 
ernor Townsend of Indiana and Lieu- 
tenant Governor Schricker, candidate for 
governor in the fall election. Mr. Park- 
inson, accompanied by Mr. Carroll, left 
Tuesday evening for New York. 

George C. Summy has completed 25 
years as manager in Oklahoma City for 
Phoenix Mutual Life. It was Mr. 
Summy who induced Phoenix Mutual to 
enter the state at that time. 

The two-months special drive for 
business in celebration of Paul W. 
Simpson’s 25th anniversary as general 
agent of Aetna Life in Indianapolis pro- 
duced $3,518,910 of new business in life, 
accident-health and allied lines. The 
home office presented Mr. Simpson a 
bronze plaque. 

Governor Blood of Utah has named 
S. W. Sill, agency director of the New 
York Life for the intermountain states, 
as a regent of the University of Utah. 
He is a graduate of that school, past 
president of the Utah Life Managers 
Association and Utah Life Underwriters 
Association. 

Some 50 friends of Carl F. Maetschke 
met at a dinner at Indianapolis to_ob- 
serve his 25th anniversary with the Pru- 
dential and his induction into member- 
ship in the “Old Guard.” Present from 
the home office —- G. H. Chace, vice- 
president; A. E. Gray, assistant sec- 
retary, who ene at the dinner, and 
T. D. Miller, supervisor. Other out of 


town guests were F. L. Klingbeil, De- 
troit, and M. O. Woodward, Louisville 

ordinary managers. The three superin- 
tendents of Indianapolis industrial 
fices, J. E. Craigle, E. B. Harris and 
E. H. Bach, were present. Mr. Gray 
paid tribute to W. L. Appel and E. E 
Moomaw, assistant managers, for their 
contribution to the success of the 

agency, w hich now has $45,000,000 of in- 
surance in force and a lapse ratio of 2 
percent. E. M. Spence, Provident Mu- 
tual Life, president Indianapolis Asso- 
ciation of Life Underwriters, spoke of 
Mr. Maetschke’s service to that organ- 
ization, of which he is a past president. 

President C. F. Williams of the West- 
ern & Southern Life will give a lunch- 
eon Friday of this week at the Queen 
City Club in Cincinnati for Postmaster 
General Farley, who will be visiting in 
the city. Mr. Williams has invited Cin- 
cinnati radio and newspaper men and 40 
newspaper men out of Cincinnati. 

Mr. and Mrs. A. A. McFall are tak- 
ing an extended wedding trip, spending 
some time in New Mexico and Arizona, 
southern California and thence home- 
ward by the northern route. They ex- 
pect to stop at Topeka before going on 
to Boston where Mr. McFall is vice- 
president and agency manager of Co- 
lumbian National Life. 

Mrs. McFall is the former Iva Hay- 
ter, the daughter of Mrs. John Mitchell 
Hayter. Mrs. McFall has been secre- 
tary-treasurer of National Reserve Life 
of Topeka. Mr. McFall was connected 
with National Reserve Life years ago, 
before he went with Lincoln National 
Life. 

O. L. Gummere, Toledo, O., agent of 
Franklin Life, was presented a loving 
cup at a home office meeting in Spring: 
field, Ill., for leading the agency force 
in paid production during the first quar- 
ter. 

Willard K. Wise, vice-president 
Provident Mutual Life, left Seattle fol- 
lowing the meeting of Provident agents 
in Del Monte, Cal., resuming a six-week 
trip during which he will visit principal 
offices west of the Mississippi river. 

W. H. Lackey, special agent Massa- 
chusetts Mutual Life, Oklahoma City, 
was awarded the Optimist Club plaque 
for outstanding service to boys during 
the year 1939. He is president of the 
juvenile council and a Boy Scout 
worker. 

Carroll C. Day, Oklahoma City gen- 
eral agent Pacific Mutual Life, will ad- 
dress the annual convention of the Ok- 
lahoma Association of Insurors, May 24 
at Enid, on “We Stand Together.” 

General Agent T. G. Murrell of Mu- 
tual Benefit Life in Los Angeles is 
serving a month’s sea duty as a lieuten- 
ant U. S. Navy, and is aboard the U. S. 
S. Portland at Honolulu. He is due 
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r promotion to lieutenant commander, 
a se the tour of sea duty is one of the 
requirements requisite to promotion. 
Mrs. Murrell has joined him in the 
Islands. 

Commissioner Frank Yetka of Minne- 
sota, who has been at St. Joseph’s hos- 
pital, St. Paul, the past two weeks, is 
considerably improved but will remain 
at the hospital the rest of this week. 
He then plans to rest at his lake home 
near St. Paul for a time. 


DEATHS 


John T. Boyd, 78, with the Confedera- 
tion Life 50 years, retiring in 1929 as 
genera manager of agencies, died at his 
foronto home. 

Mrs. Sarah E. W. Teamer, who died 
at Malvern, Pa., the other day at the 
age of 88, was the mother of Homer W. 
Teamer, secretary of the Insurance Fed- 
eration of Pennsylvania. 

Arthur E. DeNio, 74, formerly super- 
intendent of the Prudential in Detroit 
and Grand Rapids, died in Detroit. He 
retired several years ago. 

Earl J. Hood, 44, Toledo, O., with 
the Travelers there since 1932, and one 
of its leading salesmen of both life and 
accident insurance, died suddenly fol- 
lowing an operation in which complica- 
tions developed. He was _ formerly 
membership secretary of the Toledo 
chamber of commerce. 


W. D. Bryson, manager of the Retail 
Credit Company in San Francisco for 
12 years, and his wife were killed when 
a train hit the automobile in which they 
were returning from a trip down the 
San Francisco peninsula. 

Judge Patrick J. Lane, 70, assistant 
counsel and manager of the claim de- 
partment of Boston Mutual Life for 23 
years, died after being in ill health for 
several months. 

E. N. Jory, 72, well known in life in- 
surance in Toronto for more than 40 
vears, died there. He was with Great- 
West Lite 23 years. He was well 
known for his contribution to the edu- 
cational work of the Life Underwriters’ 
Association of Canada, being a director 
for 10 years. For six years he had 
been registrar of the Institute of Char- 
tered Life Underwriters. 


R. L. Ray, 73, Who had represented the 
Southwestern Life at McKinney, Tex., 
for 33 years, died there. 


STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions for life companies as of May 7: 

Par Div.* Bid ‘Asked 

















Aetna Life .... 10 1.40* 32 3314 
Central, Ill. ... 10 pare 10 awa 
Cent. States Life 5 ae 1 2% 
Colum. Natl. L..100 re 68 72 

Conn. Genk. .... 20 .80 28% 30% 
Contl. Assurance 10 2.00 41 43 

Federal Lite.... 10 tle 514 


Great Southn. Li 10 1.30 2116 23 
Kan. City Life. Rae 16.00 350 400 


Life & Cas.. 3 .50 1214 14 
Lincoln Nat.... 10 1.40* 30 32 
New World Life 10 .30 414 51g 
No. Amer. Life. 2 ies 216 3 
N. W. Natl. Life 5 .30 12 13 
Ohio Natl. Life 10 1.25 26145 28% 
Old Line Life.. 10 .60 11 2 
Sun Life, Can..100 15.00 275 315 
RISVOIGES 6.6.0.0 100 16.00 460 475 
Union Cent. Life 20 1.20 22 24 
Wis. National... 10 1.00 1645 18 





ARE YOU OUT OF PROSPECTS? 


The prospecting section of the Diamond 
Life Bulletins is a reliable guide to in- 
numerable producers who find themselves 
without promising prospects. The D. L.B. 
contains prospecting methods that work. 

Diamond Life Bulletins Available 
in Most Offices 





MANAGER—SAN ANTONIO 
Western Company, 35 years old, over 26 millions 
assets, will t agency at San An- 
tonio, Texas. Attractive set- -up to qualified man. 
ADDRESS L-59, NATIONAL. UNDERWRITER 

175 W. Jackson Blvd. 
Chicago 
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~ COMPANIES 


Makes Quarterly Report 
of Penn Mutual Life in 
Illustrated Lecture Form 


When J. A. Stevenson, president of 
the Penn Mutual Life, makes his annual 
or quarterly report to the company’s 
board of trustees, he presents it in an 
illustrated lecture form. Mr. Stevenson 
has the figures trarislated into great 
multi-colored charts, each interpreting 
progress over a decade, thus indicating 
trends. As each chart in turn is set up 
on an easel, he expounds its significance 
in the whole picture of the company ’s 
work. The result is a clear and enlight- 
ening exposition of company progress 
and problem. 

In April Mr. Stevenson added another 
innovation. At his call, the official staff 
of the home office met in the board 
room, and to them he repeated the same 
report he had presented before the trus- 
tees, feeling that this would help the 
members of his staff become better ac- 
quainted with the work of the company 
as a whole and assist them in correlating 
varied factors 

The experiment was voted so profita- 
ble that he is considering calling a simi- 
lar meeting of the staff each quarter. 








Field Men Honor Hutchinson 


American Reserve Life enjoyed the 
second largest week’s production in the 
company’s history when field men hon- 
ored R. R. Hutchinson, vice-president, 
on his 14th anniversary. The volume 
was not due to large policies, but to the 
field men’s unanimous decision to try to 
fulfill the slogan, “An App for Hutch.” 
It was all done as a complete surprise, 
as Mr. Hutchinson didn’t know of the 
campaign until the applications were 
placed on his desk. 


Sun Life Cuts Common Stocks 


MONTREAL—Sun Life of Canada 
effected a further reduction in its com- 
mon stock holdings in 1939, bringing the 
ratio of stock holdings to total admitted 
assets near the legal requirement of 15 
percent or less. At the end of 1939 the 
convention value of common stock held, 
$242,000,000, was about $10,000,000 be- 
low the total at the end of 1938, which 
also showed a similar decrease from the 
1937 figure. 

With total admitted assets increased 
$38,700,000 over the 1938 total of $873,- 
300,000, the ratio of equitv holdings i 
total admitted assets was 26 percen* 
compared with 28.9 percent in 193 8 and 
31.7 percent in 1937. 


Lay New Building Cornerstone 


OMAHA — The cornerstone of the 
new Mutual Benefit Health & Accident 
and United Benefit Life building was 
laid in a two-hour ceremony with 600 in 
attendance. Dr. C. C. Criss, president, 
sealed the cornerstone with a silver 
trowel presented by employes. 

Speakers hailed growth of the enter- 
prise from a one-room beginning with 
only two officials and employes (Dr. 
and Mrs. Criss) to its present nation- 
wide scope. Nearly 100 managers from 
all parts of the country attended. V. J. 
Skutt, vice-president of United Benefit, 
presided. 

.Speakers included J. L. Haugh, presi- 
dent Omaha chamber of commerce; 
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Jefferson Standard agents get close 
cooperation and constructive sales 
helps from the home office. 





JEFFERSON STANDARD 


LIFE INSURANCE COMPANY 


| HOME OFFICE * GREENSBORO, N. C. J 





LEADS were 


DISTRIBUTED TO 

UNION CENTRAL 
AGENTS IN APRIL «++ 
REPLY CARDS FROM 
CIRCULARIZATION 
OFFERING INFORM- 
ATION .ON THE EX 
ACTING DEMANDS 

OF INHERITANCE 
AND ESTATE TAXES. 


ANZ cnaty RETURNS INDICATE 
ROM FOUR TO FIVE MILLIONS 
NEW BUSINESS WILL RESULT FROM 
THESE LEADS... ADDITIONAL 
COMMISSIONS FOR 
UNION CENTRAL AGENTS. 
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Commissioner Neslen of Utah, presi- 
dent National Association of Insurance 
Commissioners; Insurance Director 
Smrha of Nebraska, Dr. T. R. Niven, 
pastor First Presbyterian Church; W. 
E. Cox, Kentucky-West Virginia man- 
ager; J. A. C. Kennedy, director of Mu- 
tual Benefit; Col. C. E. Forbes, secre- 
tary of Mutual Benefit, and Dr. Criss. 


Old Line Shows Increases 

MILWAUKEE—The Old Line Life, 
which is observing its 30th anniversary 
vear, reports total assets of $22,811,698 
as of March 31, an increase of $183,100. 
For the first quarter, President John 
E. Reilly said reserves on policies in- 
creased $137,116 to a total of $18,901,- 
303, while surplus increased to $785,756. 

Life insurance in force reached $80,- 
842,525, a net gain of 28 percent. New 
paid insurance increased 8.5 percent. 
Total terminations decreased by over 15 
percent. Accident and health recorded 
substantial gains in new sales and in 
premium income. 

For the first quarter, operating re- 
ceipts were $907,327. Disbursements 
totaled $722,437, and included $57,500 
paid in taxes and license fees, and $426,- 
317 in payments to policyowners and 
beneficiaries. Since or rganization the 
company has paid $23,223,358 to policy- 
holders and Avert: ey 


Great Plains Now Running 

The Great Plains Mutual Life of 
Madison, S. D., is now in full operation, 
having been licensed in February. It will 
write ordinary life insurance on the par- 
ticipating and non-participating plan. 
The non-medical risks are written be- 
tween ages 1 and 60 with a limit of 
$1,000. At present it is issuing one form 
of policy, the family life, but is prepar- 
ing other forms. The family policy is on 
a yearly renewable term to age 60, non- 


participating, with uniform premiums and 
a reducing amount of insurance. 


Report on American Life 


The Illinois department has issued its 
report of the examination of the Ameri- 
can Life, 506 South Wabash avenue, 
Chicago, it being an assessment legal 
reserve company, the examination being 
of Sept. 1, 1939. Assets are $15,517 and 
surplus $464. The report says the mor- 
tality is very unfavorable and the ac- 
quisition cost high. Claim settlements 
are made in strict accordance with the 
policy provisions. Its income the first 
eight months amounted to $24,471, dis- 
bursements $21,894. It has in force 


$522,901. 


Security L. & T. Honors President 


As a climax to president’s month, of- 
ficers and directors of the Security Life 
& Trust honored President E. L. Davis 
at a breakfast in Winston-Salem, N. C. 

Business for the month totaled about 
$4,000,000, the largest in the company’s 
history. The first four months showed 
53 percent gain over 1939. 


R. G. Dodge, prominent Boston law- 
yer, has been elected a director of the 
New England Mutual Life to fill the va- 
cancy caused by the death of Philip 
Stockton. He is a former president of 
the Boston Bar Association, member of 
the United States Supreme Court rules 
committee and member of the council of 
the American Law Institute. 

The Southwest Reserve Mutual Life 
of Longview, Tex., has purchased a 
six-story office building there as a home 
office. 

D. E. Osborne, who earned promotion 
in his first vear with Reliance Life by 
paying for more than $150,000, has been 
appointed district manager in the na- 
tional capital department. 





LIFE AGENCY ( CHANGES 





Hughes Names E. S. Neushul 
Production Manager 


E. S. Neushul, a leading producer for 
the Meyer agency of the New England 
Mutual in Chicago 
for nearly 16 years, 
has been appointed 
production manager 
of the E. 
Hughes general 
agency of the Mas- 
sachusetts Mutual 
Life in Chicago. 

Born in Kussia, 
Mr. Neushul is a 
graduate of the 
University of St. 
Petersburg and took 
two years of gradu- 
ate work at Sor- 
bonne in France. 
He came to the United States in 1919, 
entering the insurance business with the 
New England Mutual in 1924. In his new 
work Mr. Neushul will be responsible for 
field supervision and brokerage activities. 


Landers & Landers Get Berkshire 


Landers & Landers have been ap- 
pointed general agents of the Berkshire 
Life at Indianapolis, succeeding J. A. 
Sturdyvin. The agency has a large fire 
and casualty business and is well known 
throughout the state. 


Payne Goes to Alabama 


C. H. Payne, assistant state director 
of the State Farm companies in Vir- 
ginia since 1937, has been transferred to 
Alabama as state director with head- 
quarters in Birmingham. R. C. Aylor 
of Charlottesville succeeds him as as- 
sistant state. director in Virginia. 





E. 8S. Neushul 


Establish Eau Claire, Wis., Office 


The Bankers Life of Iowa has estab- 
lished an agency at 607 S. A. F. build- 


ing, Eau Claire, Wis., serving 19 coun- 
ties in Base aide Wisconsin. The 
office, which was formerly located in 
—T Chippewa Falls, is in charge of 
W. A. Garness, who was appointed man- 
ager — t November to succeed E. S. 
Putnam, transferred to another territory. 
Mr. Garness had been supervisor of the 
Madison,° Wis., agency of Bankers Life, 
which he joined in 1934 after graduating 
from the University of Wisconsin. 





R. C. Mason in Des Moines Post 


Robert C. Mason, who has been lo- 
cated at Columbus, O., for the Mutual 
Life of New York, has now been trans- 
ferred to Des Moines as head of the 
conservation and supervision § depart- 
ment. He was introduced to the or- 
ganization at a luncheon in Des Moines 
given by General Agent Thomas B. 





New Seattle General 
Agent for Union Central 





The new manager in Seattle for Union 
Central Life, Donovan F. Moore, is the 
nominee of the 
Seattle Life Un- 
derwriters Associa- 
tion for its next 


president. He is at 
present a director 
of that organiza- 
tion. Mr. Moore 


entered upon a life 
insurance career 
some Six years ago. 
He formed an as- 
sociation with his 
father, Fred Moore, 
who for the past 20 
years has been gen- D. F. Moore 
eral agent at Yak- 

ima, Wash., for Penn Mutual Life. D. 
F. Moore is 33 years of age and is a 
native of Yakima. 





Reed. J. Roger Hull, assistant superin- 
tendent of agents, represented the home 
office. 


New Louisville General Agent 

Frank Wagner is appointed Pan- 
American Life general agent in charge 
of the Louisville territory. He entered 
life insurance in 1929, and in addition to 
being versed in agency managemient, is 
an outstanding personal producer. 


Graham London, Ont., Manager 

Howard Graham of Ottawa has been 
appointed London, Ont., manager ot 
Manufacturers Life. The Ottawa Life 
Underwriters Association presented him 
a farewell gift. 





CHICAGO 








PAUL COOK ON TOUR 

Paul W. Cook of Chicago, general 
agent Mutual Benefit Life, spoke last 
week before the life insurance sales con- 
gress at Detroit. While he was in De- 
troit he addressed the Mutual Benefit’s 
Detroit agency force and later conducted 
a round table luncheon session for the 
most advanced agents in the Detroit or- 
ganization. He then went to White 
Sulphur Springs to attend a conference 
ot the Mutual Benefit “National Associ- 
ates,” comprised of its 25 leading per- 
sonal producers. He is the only gen- 
eral agent to qualify for the organization 
this vear. He addressed the conference 
on “Prestige.” A special invited guest 


Paul Smith had 
$19,500 of life insur- 
ance—the total of six 
different policies. He 
knew that in the event 
of his death his family 


would promptly re- 


ceive $19,500. 


at the White Sulphur meeting is Paul F. 
Millett, manager of the brokerage _ 
partment in the Cook agency. After the 
White Sulphur meeting Mr. Cook went 
to the home office in Newark. 


BAKER VISITS SCHWEMM AGENCY 


H. A. H. Baker, assistant genera! 
manager Great-West Life, was a visitor 
in Chicago this week and was honored 
at a luncheon by agents of the Earl M 
Schwemm agency of the Great-West 
there. May is agents month in the 
Great-West throughout Canada and the 
United States, all the agents contesting 
to meet or exceed quotas that were as- 
signed. The Schwemm agency for the 
first four months this year still stands 
No. 1 in both countries, a position that 
it has held for two years or more prac- 
tically continuously. 


KASTNER TO ADDRESS FIRE GROUP 


R. H. Kastner of Chicago, assistant 
general counsel of the American Life 
Convention, will be the guest speaker at 
the annual meeting of the Western In- 
surance Bureau at Old Point Comfort, 
Va., next week, giving some impres- 
sions of the TNEC investigations as 
they might apply to insurance as a 
whole. The Western Insurance Bureau 
is an organization of fire insurance com- 
pany officials and managers. 


STAGE POST & PADDOCK CONTEST 
Labeled as a “Post & Paddock ‘Club” 
contest, the C. J. Zimmerman general 
agency of the Connecticut Mutual Life 
in Chicago has launched its third anni- 
versary drive to determine qualifiers for 
the annual regional convention at Law- 





What Paul Smith did not know was that, prop- 
erly arranged on a cash and income basis, his 
presert insurance estate could be increased by 


$7,469 (38%) at no cost to him. 


It does seem like magic, but it was actually 
accomplished by a proper arrangement of his 
six life insurance policies using The Columbian 
National’s Estate Distribution Plan. 


Whether your insurance estate is large or small, 
the principles of Estate Distribution are the same. 
Your Columbian National representative will be 
glad .o show you how it works, without obligation 
and without any cost to you. 
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sonia Lodge, Green Lake, Wis. The 
contest will close June 15, with the 
Zimmerman agency’s anniversary the 


following day, and the regional conven- 
tion scheduled for June 19-20. 

Contest rules were explained at a 
luncheon by Mr. Zimmerman. Guests 
included Vincent B. Coffin, vice-president 
in charge of agencies, and H. M. Holder- 
ness, superintendent of west coast agen- 


cies. 

For the first four months the Zimmer- 
man agency ranks second in the company 
with a 15 percent increase. The broker- 
age department has expanded and is deal- 
ing with nine times as many brokers as 
three years ago. 





TRUST COUNCIL HEARS CONWAY 


The Chicago Life Insurance & Trust 
Council at its monthly meeting Thurs- 
day was addressed by Paul H. Conway, 
general agent of the John Hancock in 
Syracuse. Mr. Conway for the last five 
years has been chairman of the National 


Association of Life Underwriters com- 
mittee on cooperation with trust compa- 
nies. 





F. F. Weidenbomer Contest 


The F. F. Weidenborner contest 
conducted by the field force of the 
Guardian Life from March 18 to April 
30 in honor of his promotion to agency 
vice-president resulted in an increase of 
27 percent over last year’s figures in new 
business. No quotas were assigned. 
Manager R. A. Trubey of Fargo sug- 
gested the contest. He’ produced per- 
sonally 80 applications during the six 
weeks and in addition he piloted his 
team to pennant honors. Pennant hon- 
ors went to Fargo, Denver, New York 
City (Biernbaum-Rooney), Cleveland, 
Tampa, Baltimore and Springfield, Mo. 
L. D. Telk of Denver was runner-up in 


applications. Reuben Warner of the 
Bragg agency of New York City was 
third. 








LIFE SALES MEETINGS 





Mass. Mutual Life 
Southern Meeting 


ASHEVILLE, N. C—The Agents 
Association of Massachusetts Mutual 
Life started its regional meeting pro- 
gram here with the southeastern repre- 
sentatives holding a two-day convention. 
A. T. Haley, Greensboro, was regional 


chairman. Attending from the home 
office were B. J. Perry, president; C. O. 


Fischer, vice- prema: W. M. Benton, 
agency secretary; E. Mallon, assistant 
Rie of agencies; De H. H. Brown, 
assistant medical director: S. M. Gam- 
ble, agency assistant and W. A. Mor- 
rison, social security division. 

The address of welcome was given by 
Mr. Perry, and Irvin Bendiner, counsel 
Pennsylvania Association of Life Un- 
derwriters, was a featured speaker. ee 
W. Evans, Cincinnati, discussed “The 
Professional Concept in Life Underwrit- 


ing’; J. H. Netherland, Nashville, 
“What to Say and How to Say It”; 

John M. Hammer, Jacksonville, “Get- 
ting the Facts”; T. E. Davis, Atlanta, 


“It Goes With the Business.” 
Outlines Selling Methods 


C. R. Smith, formerly of Ann Arbor, 
now at Asheville, outlined the methods 
which he has found effective in his re- 
markably successful career as an agent. 

B. H. Wulfekoetter, Cincinnati, was 
chairman of the luncheon devoted to a 
discussion of several interesting phases 
of the C.L.U. movement. 

A social security symposium was the 
highlight of the second day’s program, 
ig prepared in motion picture form 
by Mr. Morrison. 

“Fumbles Can Be Recovered” was 
discussed by R. T. Bridges, Greensboro, 
and H. K. Hill, Louisville, chose 
“Camera! Lights! Action!” for his mes- 
sage. He stressed the need for constant 
planning and action on the part of the 
life underwriter. 

“Package Selling” was analyzed by 
G. M. Phillips, Atlanta. Roderick Pirnie, 
Providence, author of “Planning and 
Selling the Basic Estate” recently pub- 
lished by The National Underwriter 
Company, told how he makes his ap- 
Proach and conducts his interview on 
programming and estate analysis. 

O. Fischer was the concluding 
speaker on the two-day program. He 
suggested that the attainment of a state 
of maturity in the United States, and 
realization of the fact that we must 
more and more depend on ourselves, to- 
gether with the economic turmoil of the 
Past ten years, no doubt accounts for 
the era of introspection. and criticism 
which has been engaged in during com- 
paratively recent months, including 
many phases of business, the life insur- 
ance field not being omitted. 

This should not be surprising because 
the life insurance business is an im- 


portant part of the economic and finan- 
cial life. Grown and matured, the time 
has come when plans must be made for 
the future through analysis and study of 
the past and present. 

The agents are the men in the front 
lines, carrying on the activity of serv ing 
well present policyholders and assisting 
new policyholders to fit life insurance 
into their financial programs. 

He pointed out that the agents and 
their work are the life blood of the life 
insurance business, and are vitally es- 
sential to the well-being not only of the 
companies, but the policyholders as well. 





Volunteer State Tennessee 
Rally Held in Nashville 


NASHVILLE, TENN.—The annual 
meeting of Tennessee agents of the Vol- 
unteer State Life was held here, with 
President Cecil Woods, John B. 
Steele and A. Howard Blanton, vice- 
presidents, and about 60 agents in at- 
tendance. T. M. Devine, Chattanooga 
manager, presided at the morning ses- 
sion by virtue of the fact that his district 
led in paid volume in April. That honor 
in the afternoon went to W. C. Glover, 
Memphis manager, for the greatest 
number of applications in April. 

President Woods expressed his per- 
sonal appreciation for the notable pro- 
duction record during his first year 
as president. Mr. Blanton, who joined 
the Volunteer State in January after 16 
years as agency director of the Minne- 
sota Mutual, spoke on “Tools We Have 
to Work With.” He urged increased 
use of circulars and other printed helps. 
Recognition was given to T Bar- 
ron, manager of the middle Tennessee 
district, whose agency led in paid in 
business for 1939. 

There was a meeting of state man- 
agers after the agents’ meeting. 


Continental American Holds 
Sales Schools in Field 


A special mortgage protection plan 
developed by a member of the field force 
is one of the practical selling topics in- 
cluded in the curriculum of the series of 
sales clinics being conducted by Conti- 
nental American Life through its terri- 
tory in April and May. These two- and 
three-day intensive schools already have 
been held in Boston, Rochester, for five 
agencies in nearby territory, and the 
Peninsula agency (Salisbury, Md.). The 
next one is scheduled for May 20-22 in 
Philadelphia, where M. W. Lammers is 
manager. Later in May, sessions will 
be conducted in Washington, D. C., 
five agencies, and New York, for eight 
agencies in and near the city. 

The time is organized in these classes 
and agents participate fully in the dis- 
cussions. Each hour is divided in three 
periods—instruction, questions and an- 





swers, and members of the agencies con- 
tribute sales ideas. 

Guy H. Amerman, associate actuary, 
cooperates with W. M. Rothaermel, 
vice-president, and Ralph E. Halstead, 
supervisor of agencies, in operation of 
the schools. 

One of the subjects being emphasized 
at some of the meetings is life insurance 
as income, and a special portfolio of 
tables and information on the salary 
continuance angle has been prepared. 
Company plans, social security and sim- 
ple programming also are taken up. 





Central Life Men Confer 


BELOIT, WIS.—Forty representa- 
tives of the Central Life of Iowa in 
southern Wisconsin attended an all-day 
meeting and luncheon here. G. B. Dun- 
kelburger, district agent at Beloit, was 
in charge. Charles Kremer, Madison, 
state manager, and W. J. Tucker, Beloit, 
president Rock County Life Underwrit- 
ers Association, spoke. 





Mutual Trust Roundup 


Ohio and southern Michigan agents 
of the Mutual Trust Life held a special 
Buckeye-Wolverine spring roundup in 
Columbus, O., climaxing a month’ of 
outstanding production. The western 
theme was carried out with steers and 


corrals 
quotas. 


representing applications and 
The meeting was arranged by 
Dave Dawson, field supervisor, and 
home office representatives included 
Vice-presidents A. B. Slattengren and 
Raymond Olson. An open forum was 
held on prospecting and settlement op- 
tions. Production prizes were awarded 
by Mr. Slattengren to Lawrence Mc- 
Donough, Cleveland. general agent; Har- 
old R. Hitt, Chillicothe general agent; 
and H. F. Hillebrand, Cincinnati. 





Dominion Life Rally in Windsor 


Dominion Life agents in the six agen- 
cies in Ontario and Michigan will gather 
in Windsor for a sales congress May 
14-16 with A. S. Upton of the home of- 
fice presiding. Agents will attend from 
Detroit and Lansing, .Mich., Waterloo, 
Windsor, London and the northern On- 
tario agency. F. W. Simpson, Detroit 
branch manager, will be host at a ban- 
quet in Detroit the evening of May 15. 





Aetna’s New England Agents Meet 

The Aetna Life will hold its annual 
New England convention at Great Bar- 
rington, Mass., May 10-12. 





District managers of the Mutual Life 
of New York held a one-day meeting 
in Wichita, Kan., under the direction of 





The Incommeter—a unique 


10. 








| Prospects Help To 
Sell Themselves 


helps prospects sell themselves by having them determine 
their own individual requirements. A simple, remarkably 
flexible device—invaluable in systematic policy planning. 


In addition we offer our Field Force: 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 


| 
2 
3 
4. 
5. A liberal financing plan for your agents. 
6. A unique supervisory system. 

7. Organized Selling Plan. 

8. Unusually effective selling equipment. 
9 


Policies for every purpose: 
Juvenile—Women—Group—Payroll Savings, etc. 


Low monthly premiums. 


A $230,000,000.00 Mutual Company, 60 years old with 
an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Minnesota Mutual service— 


Regular—Family— 
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Percy G. Gibson, state manager, as- 
sisted by Earl E. Strimple, agency or- 
ganizer, and Robert G. Gross, service 


representative. Mr. Gibson reports an in- 
crease of 40 per cent in business the 
first four months as compared with the 
same period of 1939. 


Midland Mutual to Bedford 


The convention of Midland Mutual 
Life has been scheduled for Bedford 
Springs, Pa., July 24-26. 





Guarantee Mutual Agency Schooi 


Eighteen new agents from nine states 
are attending the (juarantee Mutual 
Life’s tenth development school at the 
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home office under the direction of A. B. 
Olson, agency vice-president. The 
school sessions opened April 29, and 
will be brought to a close May 10 with 
a dinner at the Omaha Athletic Club. 


Hold 1941 Convention in Chicago 


The 1941 agency convention of the 
Great American Life of San Antonio 
will be held in Chicago the last week 


in August. 


L. Seton Lindsey, vice-president in 
charge of sales, will attend an agency 
meeting of the M. F. Mulconery agency 
of the New York Life in Wichita 


POLICIES 


LIFE 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Published Annually in May and March respectively. 


Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 





Mass. Mutual Is 
in Juvenile Field 


Massachusetts Mutual Life announced 
details of its new juvenile policy forms 
which it began to issue May 1 subject to 
the approval of various insurance de- 
partments. These are issued on children 
attained age 5 to rated age 9, inclusiv e, 
children 10 and over being insured in 
the regular adult policy form. 

The juvenile plans issued are ordinary 
life, 20-payment life, life paid up at 65, 
20-year endowment and endowment at 
65. 

With minor exceptions the juvenile 
contracts are identical with the adult, 
benefits being a level face amount 
throughout the life of the policy, with 
loan, cash, other non-forfeiture values, 
optional settlement methods, participa- 
tion in surplus, etc. However, disability 
and accidental death benefits will not be 
attached prior to the assured’s attain- 
ment of the minimum age required for 
such benefits; the privilege of change 
clause has been modified on ordinary 
life and limited payment life plans to 
provide for change to higher premium 
policies on the juvenile forms, and 
changes to plans not written on the ju- 
venile forms will not be permitted; the 
right to change beneficiaries also is re- 
served to the owner, that is, the parent 
or guardian who will have control until 
the child attains age 21. 

Limits are $1,000 minimum and 
amounts in excess of $10,000 subject to 
approval for reinsurance, although the 
Massachusetts Mutual's maximum re- 
tention will be $10,000. The juvenile 
contracts will not be issued in New 
York or New Jersey, and in Colorado 
and Nebraska will be subject to other 
maximum limits. 

Medical examination of the child will 
be required in all cases. Temporary 
term insurance will not be issued in con- 
nection with juvenile forms.  Illustra- 
tive rates and dividends are: 

Juvenile Premium Rates 
Life 


P. U, 


20 Yr. 


E nd, 





Dividend Seale 


Ordinary Life— -End 2 8e——s 





Pa? eet 





Canada Life Rate 
Book Is Revised 


Canada Life is distributing to the field 
force in this country as well as in Can- 
ada the revised rate book, which in- 
cludes an aviation and occupational rat- 
ings manual which is new. Heretofore 
the manual was in informal shape, con- 
sisting mainly of letters sent to the vari- 
ous branches giving home office rulings 
and interpretations. Only slight changes 
are made in the rate book other than in 
its typography and setup. 

The rates and values have been rear- 
ranged and brought together by ages for 
the various forms, making the rate book 
much more usable. In the section on 
pension policies the options have been 
set up much more plainly. Canada Life 
slightly increased its annuity payments 
to assured in line with the prevailing 
scale of other companies. 


Lowers Age Limit to 5 
New 


1, will lower 


June 
there- 


England Mutual, effective 
its limit to age 5, 


fore entering the purely juvenile field. 
Heretofore its lower limit has been 
age 10. 
Continues Dividend Scale 
Northwestern National Life of Min- 
neapolis announces continuance of its 
present dividend scale which was 
adopted May 1, 1939. Dividend accumu- 


lations and settlement option funds will 
continue to receive interest at the rate 
of 3.5 percent. The company’s dividend 
year commences May 1. 


Revision in Juvenile Forms 
Philadelphia Life has revised its ju- 
venile policy forms, making definite pro- 
vision for a contingent owner to succeed 
the original purchaser in event of the 
latter’s death before the assured be- 
comes 21. This change was made be- 
cause a number of complications arose 
in the past because of the purchaser's 


death before the child reached his ma- 


A question has been added to 
the juvenile application so a successor 
or contingent owner can be named. 
Such contingent owner must have an in- 
surable interest in the life of the insured 


turity. 


child, and in most cases where the 
father is the original purchaser, the 
mother would be selected. 


The esienien Mutual Life Golf 
Club has been organized by home office 
employes. Carl Skupski is president: 
Carl Withey and Thomas Telderer, Jr, 
are vice-presidents, and secretary-treas- 
urer. 





AGENTS FOR 


(ny COMPANY 


WILL FIND THIS A 
Valuable Sales Holp | 





Dramatizes The Answer To 


ance. 


readily. 


“Split Second Services” for brokers! 


SEND 
TODAY 
FOR THIS 


\ 


Criticism of the Insurance Business 


Investigations and depression-time criticisms have put a question in the 
minds of a few people on the protective-investment value of life insur- 
Though unwarranted, these questions sometimes have to be 
answered. And in this illustrated annual report we have dramatized the 
answer. We have given an explanation that everyone will understand 
While the story is built around Columbus Mutual's annual 
statement, your prospects will look at the figures as a typical example, 
applying to insurance generally. Even if you don’t wish to show it to 
your prospect, it will give you an idea you can put in your own words. 
Send TODAY for your copy. We'll also be glad to tell you about our 


Alas tated hey orl 


YOUR LIFE INSURANC 


Mr. James A. Preston, Sales Manager 
The Columbus Mutual Life Insurance Company 
Columbus, Ohio 


Recent Unwarranted 


















CE sailsai DOLLAR 



















Frere 





SALES 


y 





TOOL 






































BENEFITS PAID SINCE O 
=e on = a om aE 





Rc 
295,0 
E e M 


ANIZATION 
(oR om exexe) 


iN 














0 N T RE AL 


























XUM 























XUM 


May 10, 1940 


LIFE INSURANCE EDITION 


17 











___NEWS OF LIFE 


ASSOCIATIONS 





Levy Is President 


of Pennsylvanians 


HARRISBURG, PA.—Alfred B. 
Philadelphia general agent Equit- 
able Society, was named president of 
he Pennsylvania Association of Life 
‘nderwriters at the meeting preceding 
he sales congress. Other new officers 
are: F. C. Wigginton, Pittsburgh gen- 
eral agent Bankers Life of Iowa, George 
Wade, Harrisburg general agent Ohio 
National, and Stephen Joyce, Pottsville 
manager for Metropolitan Life, vice- 
presidents; Russell Kirby, Allentown 
general agent Reliance Life, secretary- 
treasurer. Andrew S. Beshore, Equit- 
able Life of Iowa, Harrisburg, "was re- 
elected executive secretary. Earl Schaf- 
fer, Fidelity Mutual, Harrisburg, was 
chosen national committeeman. 


Levy, 


Insurance at New Peak 


Despite economic and other pressures 
which have beset all business, public 
interest in life insurance is at a new 
peak, Louis Zettler, Metropolitan Life, 
declared. “Cooperation between life in- 
surance companies and better service by 
agents is the answer. Life insurance has 
met the challenge issued it. Now the 
agent must justify his existence by so 
serving his clients as to spread even 
more widely the benefits of insurance 


savings.” Life insurance “more than 
any other agency” helps reduce taxes, 
Harry I. Wright, Equitable Society, 
Chicago, National association vice-pres- 


ident, pointed out. “By providing a 
means and an incentive for a man to 
support himself and his dependents life 
insurance helps keep relief and other 
public support rolls low. Without life 
insurance, the tax burden would be 
doubled at least to provide for people 
now providing for themselves. This is 
the American way of doing the job.” 


Will Resist Federal Regulation 


Mr. Wright sounded a warning that 
the life insurance business will resist 
what it considers harmful regulation by 
a Republican administration equally as 
much as it resists federal regulation by 


ie New Deal, which it considers detri- 
mental. Life insurance, he concluded, 
can make for itself such changes as may 
need to be made. 

Isaac S. Kibrick, New York Life, 
Brockton, Mass., urged cooperation be- 


tween insurance companies, which, he 
declared, are not truly competing against 
each other, but are mutually spreading 
the benefits of insurance. 

Hilbert Rust, R. & R. Service, spoke. 

Commissioner Taggart of Pennsyl- 
vania complimented the organization 
on its marked growth. 


Zimmerman’‘s Coast Conferences 
Charles J. Zimmerman, president of 
the National Association of Life Under- 
writers, who is to speak at the Northern 
California Sales Congress in San Fran- 
‘isco May 24, has arranged a conference 
with all officers and committee chairmen 
ot local associations of northern Cali- 
fornia in Oakland May 25. He also 
has arranged a conference there the 
same day to be attended by all general 
agents and managers in the San Fran- 
area. This will be a luncheon, ar- 
rangements for which are being made 
by the Oakland-East Bay Life Under- 


writers Association. 


cisco 


IHinois—K. E. Williamson of Reuling 
& Williamson, general agents Massa- 
chusetts Mutual Life, Peoria, will lead 
the discussion in the general agents and 
managers session the afternoon of May 
17, to be held as a feature of the an- 
nual meeting of the Illinois association 
in Springfield. The program will be 
Similar to that of the general agents 
and managers session held in Atlanta 
during the National association meet- 
ing. H. M. Solenberger, general agent 
Mutual Benefit, Springfield, will be gen- 
eral chairman. 


Webber President 


in San Francisco 


SAN FRANCISCO--Paul Webber 
of the Sleeper-Webber agency of the 
Lincoln Na- 
tional Life 
was _ elected 
president of 
~, San Fran- 

co Life 
U nddiea riters 
Association 
at the annual 
meeting, suc- 
ceeding H. 
K. Cassidy, 
Pacific Mu- 
tual Life. Mr. 
Webber has 
been chair- 
man of the 
finance and 
budget com- 
mittee and a director for several years. 
His election as president automatically 
makes him a director of the California 
state association. 

Vice-president elected to represent 
personal producers is J. V. Lawry, 
C.L.U., Northwestern Mutual Life. Vice- 
presidents to represent the C.L.U. and 
general agents and managers divisions 
are still to be named. The general 
agents and managers will elect a chair- 
man, who automatically becomes a vice- 
president of the association, at a lunch- 
eon meeting May 14. 

Mrs. Hazel Oppenheimer, Equitable 
Society, also long active in the organi- 
zation, was elected secretary-treasurer. 

Directors are W. H. Brock, Jr., Union 
Central; A. J. Cawley, John Hancock 
Mutual; J. M. Breyer, Penn Mutual, 
and George Beine, Metropolitan. Mr. 
Cassidy was elected national executive 
committeeman. 

Following the election W. V. Power 
put on a “short course” program based 
upon the recent caravans to several 
northern California cities. Speakers 
were J. M. Mitchell, who discussed the 
alee of association membership from 
the money standpoint; H. N. Lyon, Fi- 
delity Mutual, who explained his meth- 
ods_ of selling, and E. Anderson, 
New York Life, who presents charts 
he has developed himself, based upon 
a journal from “Station 30” to “Sta- 
tion 65”—which is called Securityville. 

A check from the National Associa- 
tion of Life Underwriters essay contest 
committee was presented to Mrs. 
Evelyn G. Trahan, who won eighth 
place in the Pacific Coast division in 
the essay contest and first prize in San 
Francisco. 

V. T. Motschenbacher, Sun Life, out- 
lined the Northern California Sales Con- 
gress to be held in San Francisco 
May 24. 


Springfield Sets Record 
at 45th Anniversary Meet 
SPRINGFIELD, MASS.—A record 


attendance of over 300 and a talk by 
C. J. Zimmerman, president of the Na- 
tional Association of Life Underwriters, 
marked the 45th anniversary meeting of 
the Springfield Life Underwriters Asso- 
ciation. 

Members of the Holyoke association 
and the Berkshire county association, as 
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5.1% interest earned on invested assets 

in 1939. For several years the Jefferson 

Standard has led all major companies in 
the United States in this field. 


ON STANDA 














URANCE COMPA 


HOME OFFICE * GREENSBORO, N. C. 





well as a number of distinguished guests 
from out of town, were present. 

Carl E. Smith, president Springfield 
association, presided. Special guests in- 
cluded Paul C. Sanborn, Boston general 
agent Connecticut Mutual and National 
association trustee; Bertrand J. Perry, 
president Massachusetts Mutual; Clyde 


W. Young, president Monarch Life; B 
W. Ayers, Worcester general agent 
State Mutual and past president of the 
Springfield association; Joseph C. Be- 
han, vice-president Massachusetts Mu- 
tual; G. P. Smith, president Boston as- 
sociation; E. N. Hennessy, Worcester, 
(CONTINUED ON PAGE 19) 
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SINCE 


The Mutual Benefit 
LIFE INSURANCE COMPANY 
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“Bie Suor’”’ 


he life insurance world hears increasing discussion of 
the need of a public relations program designed to dissipate mis- 


understanding among “men on the street.’ 


More power to ail 


who labor toward this admirable end! But let none forget that 


the “Big Shot” 


tions 


of any such plan is still the man-with-the-rate 
book. The good effect on an individual of the best public rela- 
program ever devised can be nullified in an instant by an 
unscrupulous, careless, or ignorant agent. 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ILLINOIS (Cont.) 


ALABAMA 








ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








FLORIDA 


Property Management 
Mortgages—Sales 
Appraisals 


wa. HAUGHTON -. 


COMPANY 


INCORPORATED 





SWAN-LORISH 


Expert Property Management 
Sales—Loans—Appraisals 
Property Surveys 








MICHIGAN (Cont.) 


1940 





L. A. EWALD, INC. 


Property Management 
Appraisals, Leases, General 
Real Estate, Industrial Property 
Investment Counsel 
2 


2536 Union Guardian Bldg. 




















108 West Bay St. Jacksonville, Florida Chicago DETROIT, MICHIGAN 
INDIANA 
ARKANSAS COASTAL REALTY SERVICE, INC. ae ( | 
READ STEVENSON & DICK] | Wane tuling srPnatsts BC |fachg 


Property Management 
Sales—Leasing 
Mortgage Loans 


A. C, Read II R. Redding Stevenson 
Charies E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 











CALIFORNIA 


SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 





Insurance - Mortgage Loans 


428 Lllinois Bldg. Riley 2315 








ILLINOIS 








Property Management 
SALES—INSURANCE 


Loans—Rentals 
Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 


Ralph W. Applegate and Co, 


SALES AND LEASES 


PROPERTY MANAGEMENT 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


Chicage Real Estate Board 
National Ass’n. of Real Estate Beards 
Chieage Board ef Underwriters 


Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 














F. D. COURNEEN 
PROPERTY MANAGEMENT 
All Classes 
Industrial—Sales, Rentals, 
Leasing—Appraisals— Loans 
Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 
Oakland, Calif. 


HARRINGTON 


INDUSTRIAL - COMMERCIAL 


MANAGEMENT SALES 
APPRAISALS RESEARCH 
— CHICAGO — 




















0.W.Cotton 


§20-24 Commonwealth Building 
SAN DIEGO, CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 
Preperty Management Equitable Life Assurance Society 





HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. I. A. 
Complete Service Metropolitan Aves 


Chicago, Ilinois 





INDIANAPOLIS 


W. A. BRENNAN, INC. 








Property Management 
Appraisals 
Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 








KANSAS 





Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES « RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 





PROPERTY MANAGEMENT @ APPRAISALS 
MORTGAGE LOANS @ INSURANCE @ SALES 





600 GRISWOLD ST., DETROIT 











H. G. WOODRUFF, INC. 


MORTGAGE LOANS 


Real Estate—Management 
Appraisals—Insurance 


Direct Correspondent 


or 
Life Insurance Companies 


Union Guardian Bldg. 
DETROIT, MICH 











MINNESOTA 





M. R. WATERS & SONS, INC. 
BAKER BLDG. 
Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 
MINNEAPOLIS, MINN. 





KENTUCKY 





PROPERTY MANAGEMENT 
Appraisals 


GOODMAN ano HAMBLETON 


Inc, 
6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LOUISVILLE, KY. 











MICHIGAN 





DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 








MISSOURI 





Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 
SAN FRANCISCO 


PORTLAND, SAN FRANCISCO, SEATTLE 





PAUL STEINBRECHER 


AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 


APPRAISAL OF CHICAGO 
REAL ESTATE 


7 S. Dearborn St. 
CHICAGO, ILL. 











EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
S 
Property Maazagement 
Appraisals 
Mortgage Loans 


Sales 


Trusts Estates 








A Complete Real Estate Service 


HERBERT V. JONES 
AND COMPANY 


PROPERTY MANAGEMENT 
APPRAISALS 
INSURANCE 
LEASES 
LOANS 
300 BRYANT BLDG., KANSAS CITY, MO. 
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NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 
Management Appraisals 


Member—lInstitute of Management 











NEW MEXICO 





Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
oans 
Rentals 
Leasing 
Selling ? 
Complete Insurance Company Service 
209 South Fourth St. 
Albuquerque, New Mexico 











OHIO 





THE 


HOWELL-VIGGERS 
CORPORATION 
Certified Property Managers 
Appraisals Sales 


Second National Bldg. 
Akron, Ohio 








HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 








Raymond T. Cra ragin & Co. 
Raymond T. Cragin, AIL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 








THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 
Management, Appraisals 
Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 











ASSOCIATIONS 





(CONTINUED FROM PAGE 17) 


president Central Massachusetts associa- 
tion; J. A. Hunter, first vice-president, 
and L. H. Cook, president Massachu- 
setts association; J. W. Blunt, vice-pres- 
ident Monarch Life; Chester O. Fischer, 


OHIO (Cont.) 


TENNESSEE 





Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 


MILLARD NAILL & CO. 
REALTORS 
Property Management 
Industrial Specialists 
Leasing—Sales 
Appraisals 
Record of 37 Successful Years 
113 So. Court Ave, 
MEMPHIS, TENN. 














Property Management 
Appraisals 
Sales 
Mortgage Loans 


The Wm. J. Van Aken 
Organization 
1715 Euclid Ave. Cleveland, Ohio 








REAL ESTATE 


Property Mgm’t. Mtge. Loans 
Appraisals Surety Bonds 
Insurance Sales 

F.H.A. Approved Mtgee. 


CONSULT 


Wm. P. Zinn & Co. 


Dependable since 1906 
81 Sepa Employees 
At your service. 


37 North Third St. Columbus, Ohio 











OKLAHOMA 





UNITED SERVICE AND RESEARCH 


INCORPORATED 


Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 

R 


Appraisals eal Estate 
Loans Management 
ro 
BRANCH OFFIC 
Metropolitan Bank Bidg. 81 _ Bldg. 
Minneapolis, Minn. Memphis, Tenn. 
Buhl Bldg. 
Detroit, Mich. 








DARNELL-ZUENDT CO. 


Realtors and Insurors 
REAL ESTATE 


APPRAISALS 


Member of Institute of 
Property Management 
Beacon Bldg., Tulsa, Okla. 





OREGON 


TEXAS 


UTAH 


PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 


FIRST SECURITY TRUST C0. 


(Property Management Dept.) 
Salt Lake City, Utah 














WASHINGTON 





R. H. GAMBLE COMPANY 


REALTORS 

Kirby Building 

Dallas, Texas 

) 

Specializing in 

Business Property—Industrials—Factory 
Sites—Leases—Loans 

Complete Property Management Service 


Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
REPUBLIC BLDG. 


SEATTLE, WASH. 
PORTLAND, SAN FRANCISCO, SEATTLE 








GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








Property Management 
Appraisals 
Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Ine. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 








Complete 
REAL ESTATE SERVICE 


a Zs . 
CGOIT> 





Property Management 
Loan A ppraisais 
111% WEST 7TH ST. 
FORT WORTH 








Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 


Appraisals 
2nd Floor Wilcox Bldg. 
PORTLAND, OREGON 
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Management 
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vice-president Massachusetts Mutual; E. 
B. McManus, Holyoke, past president 
Holyoke association. 

D. F. Nesbitt was general chairman. 


Washington State Rally May 18 


The program for the sales congress of 
the Washington State Life Underwriters 
Association in Bellingham May 18, is 
rapidly taking shape and an instructive 





and entertaining round of events is 
promised. B. J. Harrington, manager for 
Metropolitan Life at Bellingham, is gen- 
eral chairman. 





Georgia Group Conducts Poll 


The Macon (Ga.) Association of Life 
Underwriters conducted a poll on so- 
cial security benefits. Of the 43 re- 
plies received, six voted that they did 
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not favor all life insurance agents being 
placed under the provisions of the social 
security act, 34 voted that they did 
favor all life insurance agents being 
placed under the provisions of the act, 
while three voted in favor of being 
placed under the provisions of the social 
security act if a satisfactory company 
contributory pension plan is not de- 
vised. 





Aberdeen, S. D.—These officers were 
elected: J. M. Goodrich, New York Life, 
president; William Hagen, vice-presi- 
dent; Lillie C. Schmalz, secretary-treas- 
urer; Curtis Poole, J. E. Carey and Lee 
Lowe, directors; George Robertson, na- 
tional committeeman. Mrs. Genevieve 
Johnston of Aberdeen was presented a 
$25 prize in the essay contest. 

Kansas City—Paul H. Conway, general 
agent John Hancock, Syracuse, N. Y., 
for five years chairman of the National 
association committee on cooperation 
with trust officers, will discuss “Causes 
and Cures of Estate Shrinkage” before 
a joint meeting with the Life Insurance 
Trust Council May 10. 

Winnipeg, Man.—C. B. Lindsay, mana- 
ger London Life, predicted that life in- 
surance in Winnipeg and in Manitoba in 
1940 will be the best in ten years. A. E. 
Wall, Toronto, field service inspector 
Confederation Life, also predicted a 
bright outlook for the coming months. 


San Francisco—With more than 50 
women in attendance, with a beautifully 
decorated birthday cake, Miss Beatrice 
Jones and Mrs. Genevieve Macliver were 
honored at a luncheon of the women’s 
division. Miss Jones, who is with the 
Equitable Society in New York City, is 
chairman women’s committee of the 
National association. Mrs. Macliver is 
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Francisco, 
pro- 


Equitable in San 
of its personal 


with the 
being one leading 
ducers. 

Zimmerman, presi- 
association, will speak 
and Tomorrow.” He 
address the general agents and 


i conferences with 


Dex Moines—C. J. 
dent National 
May 10 on “Today 


also will 





managers and will hol 


association leaders. 
Wichita, Kan.—Stanley Taylor, Eldo- 
rado attorney, Republican candidate for 





“Government 
Moore an- 


, Spoke on 


President Elmer 


Congres 


in Business.” 


nounces that Wichita will reach its 
membership quota of 150 

Lincoln, Neb.—The May meeting was 
held in connection with the state asso- 
ciation meeting in Omaha Ben Gadd, 
Union Central, Lincoln, spoke on “Sales 


Appetizers.” 


Chicago The women's division will 
hold luncheon and a panel on social 
security May 21 with Sara Frances 


in charge, and 


speakers. 


Jones, Equitahle Society 

a number of women 
North Dakota—C. J. Zimmerman, Chi- 

cago, president National association, will 


speak May 16 in Fargo. 

Akron, 0.—R. W. Sterling, Equitable 
Society has been appointed secretary 
to succeed Ralph McKinney, resigned. 


Casper, Wyo.—N. A. McLean, Pruden- 
tial, is the new president; Lyman Flint, 
Mutual Life, vice-president; James Wil- 
son, Sun Life, secretary. W. Wash- 
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supervisor Bankers 
together with his 
Walton E. 


ington, state 


of Iowa, was a guest 


new Casper representative, 
LaVelle. 

Cleveland—The women’s division will 
hold its annual meeting May 10. Pearl J. 
Anderson will discuss her agency study 
course, and Helen B. Rockwell will dis- 


cuss present day situations, 
lunch- 
held 


Por- 


Northern New Jersey—The last 
season will be 
The “American 


eon of the 


May 13 in 


present 


Newark 





trait’ will be shown and the nominating 
committee will report Ten new mem- 
bers will be received, making the total 
membership nearly 250. 

Boston — President George P. Smith 
has named a nominating committee to 
bring in a new slate of officers at the 
annual meeting June 11 

New ter T. Gastil, Los 





Orleans—W 
Angeles general ag 


‘ it Connecticut Gen- 
eral, spoke on the agent’s job. 


Waco, Tex.—Ben H. Williams, South- 
wester! Life, Dallas, spoke on “The 
Heart Knows Reasons of Which the 
Head Knows Nothing.” 


Vaneouver—Hugh 8. Bell, Seattle gen- 
Equitable of Towa, will speak 





eral ¢ nt 

on “Four Kevs to Fortune in 1940." 
Lebanon, Pa.—A new association has 

been formed under direction of the 


Pennsylvania association. Carl M, Knis- 
ley is the first president; John M. Jack- 
son, vice-president; John B. Miller, sec- 





retary; Isaac Long, treasurer. Directors 
are H. B. Lau, Howard Desch, Richard 
Ruth, J. S. Shounder, Francis Wetzel and 
Eugene Hoster. 
Richmond—Roger B. Hull, managing 
director National association, 
“Preserving Individual 


Nebraska—F. L. 


spoke Or 
Reserves.” 


Southeast McPherson, 


Auburn, was elected president at the 
annual meeting in Nebraska City. Other 
officers are: Roy Dunn, Falls City, and 


Nebraska City, vice-presi- 
Dunn, Auburn, secretary- 


S. B. Parker, 
dents, and Ray 
treasurer. 

meeting 
held 


agency 


Owatonna, Minn,—A dinner 
for southeastern Minnesota will be 
May 10 with H. J. Cummings, 
Vice-president Minnesota Mutual Life, as 
speaker. 


A. B. Wood on Pacific Coast 

LOS ANGELES—President Arthur 
B. Wood of the Sun Life of Canada, ac- 
companied by Mrs. Wood, was here con- 
ferring with Manager H. S. Standish. 
He was honored by a luncheon and re- 
ception. He is accompanied also by W. 
S. Penny, superintedent of agencies, and 
other ofhcials of the company. 

Mr. Wood and his party also met with 
the northern California agency in San 
Francisco. 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 
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Title Guarantee & Trust Co. 


Incorporated October 28, 1895 
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THE TITLE GUARANTY 
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M. Elliott Houston, Pres. Aksel Nielsen, Exec. V. P. 
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1500 Court Place—Denver 
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title insurance company 


Union Title Insurance 
ad Trast Company 


JAMES 0. FORWARD 


oe est oene 


¢ 











SECOND AVENUE 
AT BROADWAY 





CALIFORNIA 


Complete title, escrow and 
trust services. 
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for the Greater Kansas City area 
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of St. Louis 
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Disburses construction funds and _ in- 

sures against Mechanic Liens 








OKLAHOMA 


INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


809 First National Bank Building 
Salt Lake City, Utah 
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O'Keefe New Secretary 
of Kansas Association 





J. E. Conklin, Equitable Society, 
Hutchinson, new president of the Kan 
sas Association of 
Life Underwriters, 
has announced the 
appointment of Eu- 
O’ Keefe, 


gene 
Aetna Life district 
agent at Hutchin- 
son, as secretary- 


treasurer of the 
state association. 
Mr. O’Keefe is a 
past president of 
the Hutchinson 
Life Underwriters 
Association and has 
been unusually ac- 





Eugene O'Keefe 


tive in association 
affairs. .«He and Mr. Conklin, bot! 
Hutchinson men, constitute a strong 


team for the conduct of Kansas asso- 
ciation affairs. 


Sales Congress to 
Be in Baltimore 


More than 1,000 life men from Marv- 
land and Washington are expected to 
attend the sales congress at the Lord 
Baltimore Hotel, Baltimore, May 17. At 
the morning session I. S. George, gen- 
eral agent National Life of Vermont, at 
3altimore, general chairman, will pre 
side. John B. Gontrum, Maryland com- 
missioner, will speak on “The State I[n- 
surance Department” and W. B. Wae- 
ner, general agent New England Mutual 
Life, Scranton, Pa., on “Beyond All 
That.” H. H. Hoffmeister, agent Met- 
ropolitan Lite, Baltimore, will speak on 
“Overcoming Difficulties’ and Dr. ( 
L. Benner, president Continental Amer- 
ican Lite on “The Possibility of Infla 
tion in the Light of War.” 

Chairman for the afternoon 
will be Col. L. C. Crawford of Wash- 
ington, associate chairman of the con- 


session 


gress. 
A. R. Jaqua, associate editor of ‘Dia- 
mond Life Bulletins,” will speak on 


“The Next Ten Years,” and Prof. Hu- 
bert Greaves, professor of public speak- 
ing at Yale and consultant in speech 
and personality problems for the Massa- 
chusetts Mutual, on “Speech and Per- 
sonality Selling.” 


Leads in Oregon Business 

The Oregon Mutual Life led all com- 
panies in its home state in new business 
last vear. This is the third consecutive 
year that it has been a home state 
leader. 
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LEGAL RESERVE FRATERNALS 





Persistency Study 
Is Being Started 


A number of leading fraternalists met 
in Chicago to consider ways and means 
of improving persistency of business in 
the societies that are members of the 
National Fraternal Congress. It is likely 
that out of this meeting will result a 
survey of persistency which will be con- 
ducted through the medium of a ques- 
tionnaire sent to member societies 

Among those attending were Norton 


J. Williams, president Equitable Re- 
serve, Neenah, Wis.; A. O. Benz, presi- 


dent Aid Association for Lutherans, Ap- 
pleton, Wis.; John R. Phillips, assistant 
to the president, and F. J. Gadient, actu- 
ary, Modern Woodmen, and J. E. Little, 
actuary and field director Maccabees. 
Move Started in February 

The move really was initiated at the 
mid-winter meeting of he N. F. C. held 
in Chicago in February, when W. E. 
Wright, recorder A. O. U. W. of North 
Dakota, president Fraternal Field Man- 
agers Association, was authorized to in- 
itiate a survey of persistency. This was 

a‘topic that was predominant on the 
field managers program and also in ses- 
sions of the presidents section. O. E. 
Aleshire, president Modern Woodmen 
and president presidents section, spoke 
on the subject and emphasized the great 
importance of doing something about 
this problem. 

A very few societies have succeeded in 
meeting it, one of the outstanding ones 
being Aid Association. That society has 
made steady increases of business in 
force throughout the depression period. 
The general experience of societies, how- 
ever, has been a small but persistent de- 
crease of business in force due largely to 
the lapse problem. 

Some fraternal leaders feel the socie- 
ties cannot attack this problem in the 
same way that the commercial compa- 
nies do. It is admitted the general fra- 
ternal practice of selling certificates on 
a monthly basis has much to do with the 
greater lapse. It is in line with com- 
mercial life companies experience that 
quarterly business has a lapse rate about 
four times greater than annual and 
monthly business 12 times greater. An- 
other factor, too, is that the fraternals 
are not so insistent as the old line life 
companies on getting some cash with 
application. It is believed a larger early 
investment in the policy would aid per- 
sistency. 

However, it is said, field men of most 
societies are dependent upon members 
for life insurance leads. They cannot 
so easily question the financial status of 
a prospect referred to them by the mem- 
bers as can an old line agent. Their 
business naturally is very largely in the 
bracket of small incomes where is found 
a larger proportion of wage earners who 
may become unemployed. 


Society Plans Outing June 30 


A golf tournament will be held by the 
North American Union of Chicago June 
30 at Glen Eagles Golf Club in south 
Chicago. Cups and other prizes will be 
awarded both in the men’s and women’s 
divisions for low scores and also on a 
handicap basis. 


SECURITY - PROTECTION - GOOD FELLOWSHIP 





A Legal Reserve Fraternal Life Ins. Society 
- 309 W. Jackson Blvd., Chicago 


Fraternals’ Record 
in Illinois in 1939 


The Illinois fraternals wrote in their 
home state last year $37,322,121 and have 
in force $427,051,665. The fraternals 
writing over $1,000,000 in the state are 
the Fidelity Life of Fulton, $2,251,341; 
Modern Woodmen, $16,029,800; North 
American Union, $2,644,635; Polish Na- 
tional Alliance, $3,617,008; Polish Ro- 
man Catholic Union, $3,715,524; Royal 
Neighbors, $1,622,124. 

The outside fraternals wrote in new 
business in Illinois, $22,780,621 and have 
in force $232,910,136. There is one Can- 
adian fraternal licensed, the Independent 
Order of Foresters, which wrote in new 
business $433,636. The total of new 
business written in the state by all the 
fraternals was $60,536,378 and they have 
in force $665,316,316. 

The non-Illinois fraternal leaders are: 
Aid Association for Lutherans, $1,995,512 
new business; Ben Hur Life, $1,807, 606: 
Electrical Workers Benefit, W ashing- 
ton, D. C., $1,013,925; International 
Workers Order of New York, $2,066,- 
400; Knights of Columbus, $1,332,600; 
Maccabees, $1,129,931; Order of United 
Commercial Travelers, Columbus, O., 
$3,245,000; Woodmen of the World, $1,- 
329,161. 


Royal League to Sponsor 
Youth Congress May 12 


Roy al League of Chicago is sponsor- 
ing a “Youth Activity Congress” to be 
held Sunday, May 12, in Ivar Temple, 
Chicago. The purpose is to elicit ideas 
from the young people on various sub- 
jects of current concern to the entire 
fraternal system. More than 260 dele- 
gates and alternates were selected from 
the various states to attend, each council 
sending two delegates and two alter- 
nates. Each of these, however, is per- 
mitted to take one guest, soa large gath- 
ering is anticipated. 

Fred A. Johnson, supreme vice-archon 
and general organizer, will open the 
meeting. It was found the largest in- 
crease in Royal League membership in 
the last year was in the age group 16-25 
and it is expected the congress will do 
much to mold the society’s future pro- 
gram relating to young Jl in this 
bracket. 


Florida Congress Meets June 20 


The annual gathering of the Florida 
State Fraternal Congress will be held 
June 20 in the Harrington Hall Hotel, 
Ocala, Fla. The decision was made at 
a meeting of the executive committee 
presided over by Abbie E. Holden, 
president. 

President Holden completed the ar- 
rangements in Ocala. Outstanding 


speakers will be secured and an in- 
teresting instructive program prepared, 
with a banquet at night. In the eve- 
ning a fraternal address will be given, 
and a demonstration of the drill work 
of societies affiliated with the congress. 


A. O. U. W., Minn., Has New Policy 


ST. PAUL—The A. O. U. W. of 
Minnesota announces a new policy for 
junior members. It is a low-cost cer- 
tificate that may be converted into any 
other type of policy. Its cost is 55 
cents a month per $1,000 for both boys 
and girls up to age 9. 


Record of Fraternals in Oregon 


The Oregon department reports that 


new insurance written by fraternals in 
that state last year amounted to 
$3,951,505 and that the insurance in 


force amounts to $45,834,795. The fra- 
ternals collected $1,597,153 in dues and 


paid death claims of $834,123. Disa- 
bility pensions and other claims paid 


amounted to $63,081. 

Maccabees was the leader in the state 
with $1,258,990 insurance written and 
$10,209,409 in force. 








INDUSTRIAL 


John Hancock Men 
Vote C.]. O.in N.Y. 


NEW YORK—By the close vote of 
511 to 483, with only 12 of those eligible 
failing to cast a ballot, industrial agents 
of John Hancock Mutual Life in the 
New York City area chose the C. I. O 
industrial agents union as their collective 
bargaining representative. No other un- 
ion was involved, the issue being solely 
whether the agents did or did not want 
to be represented by the C. I. O. union. 

Of the 1,013 who voted there were 14 
challenged ballots, four blank ballots and 
one void ballot. The bargaining “unit,” 
or territory covered, was the same as 
that in the Metropolitan Life election: 
The five counties making up greater 
New York City, plus the Long Island 
counties of Suffolk and Nassau, and 
Westchester county which adjoins the 
city on the north. Elections were held 
in four places after which the uncounted 
ballots were brought together, mixed up, 
and counted. The mixing was to avoid 
revealing anything but the preference 
for the bargaining unit as a whole. 

If no protest is filed by May 10 the 
state labor board, which held the elec- 
tion, will certify the C. I. O. union as 
the official bargaining agent. The C. I. 
O. union also won the John Hancock 
election some time ago in the Boston 
area. 

Demands of the union in New York, 
as set forth in pre-election announce- 
ments, include ‘ ‘job security; $40 
weekly minimum guarantee for collec- 
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THE PRAETORIANS 


National Headquarters—Praetorian Building 
DALLAS, TEXAS 


ORGANIZED—1898—OVER FORTY YEARS OF 
INSURANCE SERVICE 

Issues FRATERNAL LEGAL RESERVE 
LIFE INSURANCE on standard forms, ages 
0 to 60. Amounts $200 to $20,000. 

Operates strictly on the LEGAL RESERVE 
PLAN. Realizing that it is the LEGAL 
RESERVE that puts the safety under poli- 
cies regardless of whether the system is Stock, 
Mutual or Fraternal. 


If it is LEGAL RESERVE, the strength is 


Pays Seventeen Different Ways 





tion and service, plus full opportunity 
for additional earnings on production 
and conservation; payment for rewrit- 
ten business; . increase of ordinary 
commissions to same rate as ordinary 
companies; two weeks’ vacation 
With pay in advance, with the company 
making provision for care of the debit; 
decency and dignity. : 


Dobbs on Welfare Board 

H. T. Dobbs, first vice-president of 
the Industrial Life & Health of Atlanta 
and chairman of the executive commit- 
tee of the Industrial Insurers Confer- 
ence, has been named by Governor Riv- 
ers as a member of the state welfare 
board of Georgia. He is scheduled to be 
chairman of the board. 


Cc. T. Davies, million dollar policy- 
holder, tells “Why I Bought Life Insur- 
ance” in 16-page booklet. 8 for $1. Order 


from National Underwriter. 
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| “Five Pertinent Points . . .” 
| that make selling to Lutherans (a select pros- 
pect list) both profitable and easy for you: 
1. Financial Strength 
2. Low Net Cost 
} 3. Low Mortality 
4. Increasing Protection 
5. Guarantee Clause 
If you are interested in a secured selling | 
future that will increase your income, address 
your letter to Superintendent of Agencies: 


LUTHERAN | 
BROTHERHOOD. 
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AGENCY MANAGEMENT 





Baker Reviews Insurance 
Trends in Houston Address 


Burke Baker, president Seaboard Life, 
told the Houston Association of General 
\gents & Managers that the mortality 
rate in 1939 decreased 5 percent as com- 
pared with the preceding year. Other 
constructive trends in life insurance 
which he discussed included increased 
interest of the public in financial se- 
curity; tendency of the companies to 
develop quality business rather than 
quantity alone; constantly improving 
agency practices; intensified training and 
education of managers and agents; closer 
cooperation between all factors in life 
insurance and the extension of the pro- 
motional activities of the Institute of 
Life Insurance. 

On the “other side of the ledger,” 
having to do with seeming negative de- 
velopments, Mr. Baker listed the in- 
creasing competition of the federal 
government in the money lending field, 
the social security act amendments, and 
the generally rising cost of doing busi- 
ness. 

The Houston managers endorsed the 
candidacy of Jul Baumann, Houston gen- 
eral agent of the Pacific Mutual, for 
president of the Texas Association of 
Life Underwriters. 


Skill and Good Work Habits 
Essential in Training Men 
CINCINNATI — “Recruiting and 


training are pretty much the same thing 
—they work together. If I have no 
men I cannot train them, if I recruit the 
men, I must train them. The combina- 
tion of these two, recruiting and train- 
ing, constitute our biggest problem to- 
day; all other problems follow,” F. C. 
Wigginton, agency manager,. Bankers 
Life of Iowa at Pittsburgh, told the As- 


sociated Life General Agents & Man- 


agers when he spoke on “Profitable 
Training.” 
The training of new life insurance 


men is difficult because two things must 
be done; a new business must be taught 


and new work habits must be formed. 
Supervisors Hear Hanson 
Donald Hanson, assistant general 


agent Aetna Life, Cleveland, addressed 
the supervisors group there on “Creat- 
ing a Better Job for the Agents.” He 
gave a resume of conclusions drawn at 
the Aetna general agents’ conference in 
April. 


Pittsburgh Supervisors Meet 

The Pittsburgh Supervisors Club 
meets May 10. Speakers will be E. 
Pau! Huttinger, agency secretary and 
head of the training department of Penn 
Mutual; A. M. Hopkins, Jr., and C. C. 
Cooper of the Penn Mutual training de- 
partment. 


Seek Aviation Rider Approval 

LINCOLN, NEB.—The Nebraska 
supreme court has given the Republic 
National Life of Dallas permission to 
file a suit to compel Insurance Direc- 
tor Smrha to approve an aviation limi- 
tation rider to be attached to policies. 
The rider provides that if the assured 
should die while piloting a plane, the 
liability of the company is limited to the 
amount of the reserve plus any indebt- 
edness at the date of death. 

Mr. Smrha contends that the law 
covering settlements after the contest- 
able period has expired provides that 
payment shall not be less than the face 
of the policy. 


Twenty-eight members of Jefferson 
Standard’s home office and branch per- 
sonnel took the Life Office Management 
Institute examinations. 


Thebaud Named President 
by Buffalo Managers 


BUFFALO — Laurence G. Thebaud, 
general agent Massachusetts Mutual 
Life, was elected president of the Buf- 
falo Life Managers Association at the 
annual meeting. He succeeds Clarence 
B. Metzger, manager Equitable Society. 
Other officers are: Tower C. Snow, 
Penn Mutual Life, vice-president; Mil- 
ton Sherman, Connecticut Mutual Life, 
secretary, and A. R. Maynard, Metro- 
politan Life, treasurer. 


New directors are: George N. Mat- 
thews, Berkshire Life; Leo J. Burns, 
Union Central Life. James G. Anwyl, 


Phoenix Mutual Life, is a holdover di- 
rector. 

Mr. Thebaud entered insurance in 
Pittsburgh in 1922 and came to Buffalo 
in 1924. He was a member of the Mil- 
lion Dollar Round Table in 1928. In 
1929 he was made a general agent of the 
Massachusetts Mutual in Buffalo in 
partnership with his father and was 
named sole general agent upon the lat- 
ter’s death in 1939. 

Mr. Metzger presided at the business 
meeting. Plans for the annual summer 
golf party were discussed. 


Gamble to Speak in Oklahoma City 

Seneca M. Gamble, agency assistant 
Massachusetts Mutual Life, will address 
the Oklahoma City General Agents & 
Managers club May 13 on “The Gen- 
eral Agent’s Silent Partner.” 


AGENCY NEWS 


Lansing Club’s New Officers 
LANSING, MICH.—T. R. Graham 


has been elected president of the Co- 
lumbus Mutual Life Club, succeeding 
Samuel Spurrell. Other new officers are: 
Vice-president, B. E. Ludwig; secre- 
tary-treasurer, H. O. Culp; club repre- 
sentative to the state club, Mr. Spurrell. 





Doctor Holds Open House 

Detroit’s managers and _ general 
agents, agents and policyholders were 
the guests of Albert Doctor, general 
agent Ohio National Life, and his asso- 
ciates at an open house May 2, celebrat- 
ing the opening of new and larger quar- 
ters. 

Present at the opening were John H. 
Evans, vice-president and_ superinten- 
dent of agencies; Grant Westgate, as- 
sistant superintendent of agencies; N. 
I. Glassbrook, Lansing, central division 
manager, and Harold Brogan, Lansing 
manager. Walter Phelps is associate 
general agent with Mr. Doctor in the 
Detroit agency. 


Beckman Expands Offices 

The Mutual Trust Life’s general 
agency at Rockford, Ill, is enlarging 
its quarters in the Gas & Electric build- 
ing to twice its present size. 

Hollis E. Beckman, general agent, has 
been an outstanding producer and gen- 
eral agent for his company. This is his 
14th year as general agent at Rockford 
and the agency finished 5th in ranking 
in 1939. Mr. Beckman in addition to 
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Rockford, has five surrounding counties 
in northern Illinois. The agency houses 
five agents in Rockford and has agents 
throughout the territory. 


Pirnie Host to Agency Members 

Roderick Pirnie, Massachusetts Mu- 
tual general agent, Providence, was host 
to members of his agency, celebrating 
the sales achievement in their recent 
“boat race,” the total production being 
$636,000. Divided into two groups, 
Harvard and Yale, the former team won 
by a narrow margin. 

The race was run for three periods of 
two weeks each, and prizes were award- 
ed for the leading producers in each 
period. 


Jack Watson Holds First Rally 


The first meeting of the Oklahoma 
agency of Penn Mutual Life under the 
new general agent, Jack Watson, was 
held in Oklahoma City Saturday, fol- 
lowed by a luncheon which was also at- 
tended by the wives. Allen Gates, gen- 
eral agent in Little Rock, was present 
as were Paul Jernigan, home office su- 
pervisor, who has been in charge of the 
Oklahoma agency for the past 10 
months and J. W. Rivers, Oklahoma 
manager for Union Central. Watson, 
Jernigan, and Rivers were at one time 
all associated with the Allen Gates 
agency in Little Rock. 


Riley G. Cunningham, district man- 
ager Metropolitan Life, held a_ sales 
school in Wichita. The 18 leaders in 
production for the first four months 
with their ladies were honored with a 
dinner by Mr. and Mrs. Cunningham. 


Hugh Matlock has been appointed 
general agent of the Pathfinder Life in 
southwest Texas, with offices at 821 
Milam building, San Antonio. 
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The success ahead of a life in- 
surance salesman depends upon 
five definite things: 


1. Himself 
2. His field 
3. His policy contracts 
4. His contract 
5. His company 
All of these are equally impor- 


tant. If all are good, success 
can be assured. 


To the man who possesses the 
right qualifications, we will sup- 
ply the other requisites—the right 
field, the right policies, the right 
contract, the right company. In 
addition we have a plan to assist 
you financially in developing a 
territory. 
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Approach and Prospecting 
Plans Outlined at Detroit 


DETROIT—Practical 
prospecting plans for both individual 
and business insurance sales were pre- 
sented by successful producers and ex- 
ecutives to the 400 Michigan and On- 
tario agents attending the annual sales 
congress sponsored by the Qualified 
Life Underwriters of Detroit. 

E. A. Schaub, successful Equitable 
Society “depression” underwriter of De- 
troit, who entered the business in 1930 
and has paid for an average of 116 cases 
for $300,000 annually, told how he plans 
his work a week in advance each Sun- 
day. He finds that when he always has 
plenty of people to see, he works better 
than when he has to think where he will 
go next after each call. 

Mr. Schaub works entirely from re- 
ferred prospects, asking each man he 
calls on for the names of friends to 
whom he might present the details of 
the same policy he explained to the 
prospect. He finds that it is just as 
easy to get prospects from a prospect 
as from a policyholder, provided he in- 
quires immediately after having made 
his presentation. The prospect, even if 
he does not buy himself, is usually in- 
terested in the plan presented and is 


approach and 


quite willing to suggest friends who 
might be interested. : 


Talks Nothing But Income 


He talks nothing but income to his 
prospects, having found that this makes 
the strongest appeal in these days. 
Men and women are always interested 
in income and never fail to respond to 
this appeal. 

Women are excellent prospects, prob- 
ably more so because so many agents do 
not go after them, Mr. Schaub pointed 
out. Many women are working today 
and have dependents to support. Fur- 
thermore, women fear oncoming age 
more than men do, and consequently 
are more easily persuaded to provide 
against its hazards. They will always 
listen if approached from the future in- 
come protection standpoint. He sold 
one working woman on this appeal, got 
four names from her, sold two of these 
and got additional names from each. 
This one sale has resulted in the sub- 
sequent sale of 52 cases. 


Finds Telephone Helpful 


He had never used the telephone ex- 
tensively for obtaining interviews until 
illness forced him to try it out. He 
found that he could make appointments 
readily in this manner, and when he was 
too ill to follow them up personally, had 
his supervisor close the cases for him, 
thus continuing his three-apps-a-week 
record (for the last seven years) even 
during his illness. Since that experi- 
ence he has made more use of the tele- 
phone with excellent results in time 
saving. 


During the worst of the depression he 
continued his sales record by using this 


approach: “Mr. Blank, can you save 5 
cents per day?” If the prospect said 
“No” he pointed out that it would 


mean cutting down one cigar a day and 
providing more security for his family. 
Five cents a day will buy $1,000 of 
protection on the term plan. If the 
prospect agreed, as he usually did, that 
this could be done he followed up by 
inquiring whether he could extend this 
saving to 25 cents a day, which would 
buy him $5,000 of protection. 
Often Delivers Ordinary 

When he obtained agreement, he is- 
sued a $5,000 term policy and the same 
amount of ordinary, and often was suc- 
cessful in delivering the latter. In one 
instance of this kind, where the pros- 
pect first said he could not save so much 
as 5 cents per day, he finally bought 
$5,000 ordinary and later policies cov- 
ering his wife and children as well. 

Striving to close at least one case a 
week does much to create and maintain 
the proper mental attitude toward the 
business, Mr. Schaub declared. 

In times of stress there is always a 
continuing market for life insurance, he 
said. In 1933, when large buyers of 
individual insurance were virtually out 
of the market entirely, he concentrated 
on business insurance for closed cor- 
porations, pointing out that such cor- 
porations would probably have to be 
liquidated on the bargain counter 
should the active head of the business 
pass out of the picture. This appeal en- 
abled him to continue his production 
throughout the depression, 


Zimmerman Talks on TNEC 


At the luncheon, with President R. T. 
Smith, Travelers, presiding, President 
C.J. Zimmerman of the National asso- 
ciation, talked on the TNEC investiga- 
tion, winding up with constructive sales 
suggestions. C. A. Macauley, state 
agent John Hancock, made a plea for 
support in securing the National con- 
vention in 1941. 


Glen M. Reem, manager Guardian 
Life, and treasurer of QLU, presided 
at the afternoon session. P. W. Cook, 


Chicago, general agent Mutual Benefit, 
in “Business Ins,” described his method 
of selling large business insurance cases. 
Mr. Cook always works from notes in 
order to cover his story in consecutive 
order. In this way he gets every thought 
in its proper place to produce its effect 
and avoids the possibility of overlooking 
some important thought that might re- 
sult in leaving an incomplete picture 
with his prospect. 

A business needs an anchor to wind- 
ward just as much as an individual does, 
he asserted, and for exactly the same 
reasons. His appeal is built along the 
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lines of showing the need of the indi- 
vidual for his business and the need of 
the business for the man. 

There are two principal types of busi- 
ness insurance, “key man” insurance on 
the principal executives, who would be 
hard to replace, and investment insur- 
ance to take care of surplus earnings 
with absolute safety of principal and at 
a guaranteed interest rate. Of the com- 
paratively few business situations which 
need insurance coverage, the protection 
of the life values of the executives is by 
far the most important, from the stand- 
point of sales possibilities. .The invest- 
ment of surplus funds is of less impor- 
tance. 


Size Up Individuals 


In presenting a plan to a board of 
directors, it is advisable for the agent to 
size up the officers and directors and to 
get their respective viewpoints, and to 
bring out data that will bolster their 
individual viewpoints. For example, the 
head of a closed corporation is often 
convinced that he is indispensable to the 
organization and that no one has the 
necessary ability to succeed him. This 
thought makes him susceptible to the 
“key man” appeal, that the business 
must be protected against disturbance in 
case of his death. The lesser partners or 
executives feel that the importance of 
the key man is such that such a pro- 
cedure is advisable. 

In the presentation of the plan, it is 
well to bear in mind the fact that the 
effect of a statement is gauged in direct 
ratio to its shock value. “Put just as 
much shock value into your talk as pos- 
sible; make them sit up and take notice, 
make them realize fully that the life 
values of their key man must be pro- 
tected if the business is to survive.” 


Endowment Insurance Ideal 


In investment insurance for the busi- 
ness, it must be borne in mind that too 
much cash cannot safely be taken out 
of the business at one time. Endow- 
ment insurance is ideal for this purpose, 
with a regular periodical payment re- 
quisite. The “put and take” plan does 
not work out well, either for the busi- 
ness or for the company. Showing the 
interest yield is very effective sales ar- 
gument at the present time when good 
yield is difficult to find in the invest- 
ment market. 

It is always advisable to have a def- 
inite purchase agreement arranged pro- 
viding for the disposition of the con- 
trolling interest after the death of the 
key man. The insurance should provide 
the cash wherewith to buy the interest. 
There are three possibilities for the sale 
of the business after the death of the 
key man; first, his associates in the 
business; second, his competitors and 
third, his creditors. Only through the 
former can the business be kept going 
as it was in the past, and the key man 
insurance can provide against the hazard 
of its forced sale to the other sources 

H. H. Irwin, Massachusetts Mutual, 
insurance instructor in the University 


Michigan's school of business admin 
istration, talked on “Doorways,” discus- 
sing various methods of opening pros 
pects’ doors. The purpose of the ap 
proach, he said, is to sell the interview 
and to classify and qualify the prospect 

There are many “doorways” to th« 
prospect. The “direct” doorway is used 
by G. E. Lackey, when he greets his 
prospect with the statement: “Can you 
save $1 a week?” ‘Clay Hamlin says: 
“How would you like to have $250 a 
month presented to you after you reach 
age 65°” H. Ben Ruhl says: “I have 
no reason to believe that you are in the 
market for life insurance, or that if you 
were you would buy it from me, but I 
have an attractive plan here that I 
would like to discuss with you.” 


Clear Way for Children 


A good direct approach, according to 
Mr. Irwin, is to say: “The best thing 
that parents can give their children is 
something that will clear the way for 
them to work out their own salvation 
without the burden of possibly having 
to support their parents.” Or: “What 
arrangements have you made for the 
protection of your family when you 
die?” Another good one is: “Did you 
have to drop some of your insurance 
during the depression ?’ 

Then there is the “service doorway” 
to the prospect. “Instead of talking 
about service you are in a positi on to 
render, really deliver some at the first 
interview by saying: ‘Do you an your 
insurance policies in your safe deposit 
box?’ Then explain that delays some- 
times occur in clearing payment in case 
of death when the policies are in de- 
posit boxes since often the widow can- 
not open the box without a court order, 
whereas immediate funds are a real ad- 
vantage in case of disaster.” 


Camouflage Antagonizes 


There is also the “camoutlaged” door 
way, in which the agent poses as an 
“estate counsellor” or something similar 
This type of approach often antagonizes 
the prospect. 

The “shock” doorway is often a good 
one to use, Mr. Irwin pointed out. 
“Challenge your prospect by presenting 
an arresting idea, something like this: 
‘If both you and your wife were to be 
killed in an accident, would your estate 
be divided in accordance with your 
wishes or according to the laws of your 
state?’ If the prospect asks what you 
mean, then you are in.” 


Under the head of the “third party” 


doorway, Mr. Irwin declared that no 
case should be considered closed until 
prospects have been obtained from the 


policvholder, through which the case 
will lead directly into others. In sum- 
ming up, he declared that the opening 
statement can very gang be a ques- 
tion, and asserted that an interest hook 
is better than a crowbar for gaining the 
prospect's attention. 

A. E. N. Gray, assistant secretary of 
the Prudential, closed the congress with 
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“The Common Denominator of Suc- 
cess.” The biggest responsibility a 
parent owes his child is to be a success 
himself, he said. The common denom- 
inator of success is the formation of the 
habit of doing things that failures: do 
not like to do. “What are these things? 
Exactly the things that most of us do 
not like to do. “We can’t be successful 
by following our likes and inclinations; 
we must do a lot of things that we don’t 
like to do; that is the price of success.” 
in insurance selling, the principal 
“don’t like,’ Mr. Gray pointed out, is 
the disinclination to call on people who 
don’t want to see us to talk about some- 
thing they don’t want to hear about. 
Successful people don’t like it any more 
than failures, but they form the habit of 
forcing themselves to do it. It is neces- 
sary to do things you don’t want to do 
in order to accomplish something you 
want to accomplish.” 
Jay Lee, manager 
was general chairman. 
H. Ben Ruhl, Massachusetts Mutual, 
vice-president of Q.L.U., presided at the 


Phoenix Mutual 


opening session. President R. T. Smith, 
ped Mis cavern 
l'ravelers, extended the association’s 
welcome and introduced Mayor Jef- 


feries.. J. H. Kennedy, unit supervisor, 
Equitable Society, past president Q.L. 
U., introduced Mr. Schaub. 


RECORDS 


Connecticut Mutual—It reports a gain 
49.9 percent for April in new paid 

This was the highest figure 
month since January 1939, total 
sales amounting to $9,543,337. The fa- 
vorable showing is nationwide with 58 
of the 71 agencies showing a plus. A 
continuation of low terminations  to- 
gether with the excellent paid-for rec- 
ord, produced a gain in force for the 
month of almost $4,000,000 and raised 
the total gain in insurance in force for 
the year to over $13,500,000. Total life 
insurance in force now stands at $1,055,- 
398,053. , 

State Mutual—New paid business in 
April was 25.86 percent above April a 
year ago. The four months gain is 14.29 
percent. J. C. Caperton of Chicago led 
all offices in April. The Cleveland office 
was second and St. Louis third. Issued 
business shows a gain of 73 percent for 
April and 18.47 percent for four months. 

Midland Mutual Life—Paid-for life in- 
surance the first four months was 23 
percent greater than in the parallel ne- 
riod last year. There has been an in- 
crease each month this year in compari- 
son with the same month of 1939. 


Equitable Life of Iowa—Gain in paid 
business in April was $1,315,783 or 41.6 
percent over the April, 1939. April pro- 
duction was $4,482,464. This was the 
third successive gain month and paid 
business for the year to date is $16,675,- 
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824. The O. G. Welsh agency, Cleve- 
land, led in April. 
Ohio State Life—Examined, issued 


and paid-for life insurance in April was 
18 percent greater than that in April last 
year. 


Home Life—New business paid for 
shows an increased 44.7 percent over 
April a year ago. For the first four 


inonths the improvement is 10.9 percent. 
Only one other April in the past decade 
resulted in greater new paid business. 
Gains were shown by 51 percent of the 
agencies. 

The lapse 
low. 

The average sale continues to climb, 
now being more than $6,000. The 1938 
average sale was nearly 5 percent better 
than the previous year, at which period 
Hlome Life led all companies in the av- 
erage policy sold. 

Manhattan Life—President’s month in 
April was a huge success. A goal of 
$3,000,000 in examined business was set 
but the agency force rolled up $3,201,- 

450, an increase over president's month 
of 1939 of 31 percent. New paid-for in- 


ratio is now at an all-time 


surance showed an even greater im- 
provement over April of 1939 as the in- 
crease was 43 percent. Insurance in 
force increased by over $1,100,000 and 
total now stands at approximately $80,- 
000,000. 

North American Life, Chicago—Missis- 
sippi valley division headed by G. L. 
O’Shea of St. Louis showed an increase 
in business written during March and 
April of more than 40 percent over the 


same period of last year. Agencies in 
other parts of the country also report 
considerable gain over the same period 


of last year. 
Berrien Tarrent, manager Canada Life, 
Chicago—Forty percent ahead for first 
quarter this year and stands 17th among 
the company’s agents in this country 
and Canada. 


Value of House Organ Is 
Told by Carroll Frey 


Carroll Frey, editor of publications 
Penn Mutual Life, led the house organ 
discussion of the Keystone group of 
Life Advertisers Association at a meet- 
ing in Philadelphia. The house organ 
provides a clearing house for material 
passing between managerial and clerical 
groups, he said. Through it the per- 
sonnel may become better acquainted 
with one another and with the jobs they 
are doing. Educational material is circu- 
lated, new office procedures digested and 
company news reported. Many useful 
things may be done, but the most essen- 
tial function is to encourage a good 
community spirit, Mr. Frey said. The 
editor must have a sincere interest in the 
individuals; he must be anxious to help 
build their self-respect and dignity, keep 
them interested in one another, their 
work and the company. 

Mr. Frey said the great problem for 
readership is getting personal items and 
mentioning as many’readers by name as 
possible without getting trivial. He said 
a definite technique has to be developed, 


which can be done by fully planned 
methods, exercising observation and in- 
genuity. 





Airplane Contest Scheme 


Capitol Life of Denver is conducting 


a two months contest around the idea 
of an airplane race. W. V. Woollen, 
agency vice- -president, has worked out 


some ingenious applications of the idea 
with merchandise prizes. The produc- 
tion from May 1 s May 26 is being 
dedicated to the founder and first presi- 
dent of Capitol Life, the late Thomas 
F. Daly, who was born May 26. 


Speer for N. Y. C. "i U. Head 
NEW YORK-—J. Speer, Equitable 


Society, has been tia 2 af? presi- 
dent of the New York C.L.U.; Carl M. 
Spero, independent, for executive vice- 
president: Robert U. Redpath, North- 
western Mutual, educational vice-presi- 
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dent; George B. Andrews, Phoenix Mu- 
tual, secretary; E. J. Allen, John Han- 
cock, compendium vice-president. 

The following were named for the 
executive committee: Robert A. Ber- 
nard, Guardian; Beatrice Jones, Equit- 
able Society; Carl K. Kellerman, New 
Yoork Life; M. A. Osborne, Home Life, 
and George P. Shoemaker, Provident 
Mutual. 

Holgar J. Johnson addressed a meet- 
ing of the chapter Wednesday. 


Morton Assistant to Myrick 


J. S. Myrick, New York City general 
ae Mutual Life, has appointed F. 

Morton one of his supervising assist- 
pat to aid agents and brokers in pre- 
paring programs in connection with per- 
sonal and business estates, annuities and 
retirement incomes, pension trusts, in- 
heritance and estate tax plans. He en- 
tered life insurance in 1924 as manager 
of the agency service department of the 
New York Life at its head office. Later 
he was manager of one of its branches 
in New York City. For the past five 
years he has been a member of the law 
and legislation committee of the Na- 
tional Association of Life Underwriters. 


The Charles B. Knight Agency of the 
Union Central Life had paid business for 
April of $1,205,045. ‘he total for the 
first four months is $6,261,891. 


TAX QUESTIONS 
QUICKLY ANSWERED 


A New Invention by The 
Diamond Life Bulletins 


With the invention of the new and revo- 
lutionary “Finder System” it is believed 
that a solution has been found which 
solves the ever-present difficulty of locat- 
ing easily and quickly the answers to Fed- 
eral Tax problems relating to Life Insur- 
ance. 

This “Finder System,” which is the result 
of months of study, is the simplest and best 
yet devised, because with this System, and 
checking with a stop watch, it requires 
less time to locate the answer to any Life 
Insurance—Federal taxation question than 
by means of any other system now in use. 


This “Finder System” which has been 
added to the Tax Volume of The Diamond 
Life Bulletins, consists of: 


1. A complete topical Cross-Index, al- 
phabetically arranged. 





2. A series of numbered Questions 
and Answers where in a paragraph will 
be found the immediate solution for 
almost any Federal Estate Tax problem. 


3. References under each Answer, giv- 
ing exact page numbers in this volume 
upon which appear the Section of the 
Estate Tax Law; the appropriate “Treas- 
ury Regulations”, as well as Rulings and 
Court Decisions bearing upon the par- 
ticular question involved. 


This plan has the following advantages 
in addition to the great saving in time 
provided: 


1. If the Underwriter is concerned only 
with the “Yes” or “No” answer to a Life 
Insurance-Estate Tax problem, all he has 
to do is to look at the special alphabetical 
Cross-Index and then turn to the appro- 
priate question where he will find the 
answer in a few words. 


other hand, he wishes to 
may turn to the Section 
the Regulations and Rul- 
Cases referred to under 


2. If, on the 
further, he 
of the Law and 
ings and Court 
each question. 
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Fully Covers ALL PHASES* of Life Insurance Statistics 
(And the Only “All-Inclusive’’ Book) 





The New 1940 UNIQUE MANUAL-DIGEST 


“1 All About The Company 
NATIONAL UNDERWRITER REPORTS 


showing what you want to “know about” 


Giving all the useful and official financial data on the com- 
panies, National Underwriter Reports provide what you want 
to “know about” concerning each and every one—(404 were 
covered in last year’s edition). The field of private “rat- 
ings” or “opinions” is not entered. But if you want all the 
significant facts (including everything available from any 
other book except “opinions”) on which to base your own 
judgment, you'll find these in the “Unique Manual.” 


Financial Histories (Records of Development) 


The essential features of each company’s financial develop- 
ment are clearly shown, including capital and surplus at 
incorporation, changes since then, dividends paid, reinsur- 
ances, etc., as well as all special provisions of the companies’ 
charters. Picturing growth and trends for each company, 
the Section “STATISTICS BY YEARS” provides a record of 
development in figures, for the past 25 years, including each 
of the last five. 


Gives the Newly Required Annual Statements 


Covering some 70 significant items from each company’s 
statement, and expressed in the new form that “a business 
man can understand,” these Analyses present all the impor- 
tant items given in all other books and also many valuable 
ones in addition. 


Furthermore, Assets are separated into all important classi- 
fications and shown with the percentage to Gross Assets, 
giving a clear picture of the relative amounts of any class 
of investment. Among other items significant in judging a 
company are rativs showing the cost of getting new business 
and the cost of carrying it. In short, the current statement is 


fully analyzed and more thoroughly reported upon than any-° 


where else except in the “convention” form itself. 


"2 All About The Policy 


(And “Company Practice” Too!) 


By concise “easily-grasped” paragraphs that instantly bring 
to light all vital provisions of each company’s contract, 
including the “obscure” but significant points, the Unique 
Manual enables you to “get at” any policy provision accu- 
rately, easily and much more quickly than from the full 
verbose wording of the contract itself. The “legal language” 
is translated into the very facts you want to know about. 


A 
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*3 All About Options, Values, Rates 
Guaranteed Incomes, etc. 


Shows “Incomes Payable” under Both 
“OLD” Contracts & Current Issues! 


Vitally important today are the Guaranteed Incomes pay- 
able under Settlement Options. Only planned Income Settle- 
ments offer real protection. With these incomes you can 
plan and present appealing programs that in themselves illus- 
trate the need. To sell “Incomes” intelligently you must 
deal with many prospects who “already have enough” and 
you must show what can be accomplished with their present 
insurance including that in “other companies.” The Unique 
Manual gives all these “Incomes” in convenient form, and 
also the Cash Values at 55, 60 and 65,—just what you need 
for these numerous important cases. 


Rates—Values—Reserves 


Extremely comprehensive too is the Unique Manual’s cov- 
erage of Rates—every age is shown for all important con- 
tracts for all companies. There is a large special section 
on Annuities, including participating Annuities. Also a list 
of all contracts written, Bassa with sample ages. 


Values at Retirement Ages are given for all major contracts. 
In addition, values at five-year ages for ALL other popular 
policy forms. Cash, Loan, Paid-Up and Extended Insurance 
Values are given at every age for Ordinary, for all large 
companies. In addition, values at five-year ages for ALL 
other amg policy forms. (Over 100 pages of RESERVE 
TABLES are also provided.) 


Dividends and Cost Illustrations 


Twenty year illustrations of current Dividends, Year by 
Year, every age for Ordinary Life and ages 20, 25, 30, 35, 40, 
45, 50, 55 or more ages for other forms. Ordinary, Twenty 
Pay and Twenty Year Endowment Actual Histories with 
Summaries for 5, 10, 15 and 20 year periods. Special accu- 
mulation illustrations showing not only “how-long-it-takes” 
but “how much will be paid” are also given—an important 
exclusive feature. 


Complete—“‘All-in-One’’ 


Everything you need on a case—full data on the company, 
the contract and the figures—“All-in-One.” Over 1600 pages. 
Only $5.00 (or less—your “‘club rate”) Order yours NOW! 


An Outstanding “Bargain”! 
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Mail this coupon now ! 
Send—, billing at our “club” rate, on delivery: 











Both large and small companies are covered, INCLUDING 
SOME 150 COMPANIES NOT COVERED IN ANY OTHER 


BOOK. Company Practice in addition to contract provisions, 


Sin l 


Order ...cop... 1940 UNIQUE MANUAL-DIGEST 


—is also carefully covered. Yours NOW ! MS iihkcasicscectonukeneedaaeenaane De icitukices 
COMME hain cd wa idee cdeaddlasecasasses eae eee 

“By far, the Most Comprehensive Source scares ......::..:::s..:sssssssvsievsvsssssssiessereveee 
of PROGRAMMING Material Available!’? | city ........000..00000 abisivinceaale 


{ East Fourth St. 
; Mail to The National Underwriter Co., *°¢,,.P55*N?"Onie 
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At agency executives conference sponsored by the Sales Research Bureau at the 
Edgewater Beach Hotel in Chicago: Front row (left to right)—Dudley Owens, 
Lamar; S. J. Hay, Great National; A. H. Kahler, Indianapolis Life; R. E. Irish, Union 
Mutual; George Boissard, National Guardian; J. A. Hawkins, Midland Mutual; W. C. 
Schuppel, Oregon Mutual; C. H. Heyl, Bankers of Nebraska; J. J. Moriarty, Amer- 
ican Mutual. 

Second row—J. M. Holcombe, Jr., Research Bureau; Ward Senn, American Mutual; 
Burr Betts, Colorado Life; W. Lee Baldwin, Colorado Life: H. J. Stewart, West Coast 
Life; A. C. Wellman, Protective; J. D. McSpadden, Liberty National; R. B. Reynolds, 
American Mutual; J. L. Johnson, Wisconsin Life; Joseph Dickman, Provident of 
North Dakota. 

Third row—R. B. Richardson, Western; H. J. Syphus, Beneficial; J. D. Van Scoten, 
Standard; J. W. Blunt, Monarch of Massachusetts; W. V. Woollen, Capitol; Davis 
Faulkner, Seaboard: L. W. S. Chapman, Research Bureau. 


W. S. J. Shepherd, superintendent of agents central territory Metro- 
politan Life; E. H. Wilkes, vice-president Metropolitan Life; John D. 
Moynahan, west suburban Chicago manager Metropolitan. 


Philadelphia convention hosts of the National Association of Life Underwriters 
plan to entertain September visitors. Left to right: Stuart F. Smith, manager, 
Connecticut General, chairman sightseeing arrangements; Mrs. Walter A. Craig 
(wife of State Mutual representative) chairman of committee of women guests 
(wives); Miss Sophia W. Bliven, head of Philadelphia women’s unit of head 
office agency, Penn Mutual, chairman, committee on women agents; Edward L. 
Reiley, co-manager, home office agency, Penn Mutual, co-chairman, general enter- 
tainment committee. 

Louis F. Paret, who heads one of the Provident Mutual's Philadelphia agencies, 
shares with Mr. Reiley in the general entertainment arrangements. 


Fourth row—Glenn Stearns, Union Mutual; W. D. Haller, United Life & Accident: 
Lee Cannon, Western; A. W. Tompkins, State Farm; F. L. Merritt, Monarch Life; 
A. L. Portteus, Indianapolis Life. 

Fifth row—V. H. Smith, Beneficial: H. S. McConachie, American Mutual; Frank 
Barnes, Ohio State; G. A. Adsit, Girard; R. S. Moore, Midland Mutual; B. N. Wood- 
son, Research Bureau; Matthew Thompson, American Reserve; R. G. Yeager, La- 
fayette Life. 

Last row—F. T. Limont, Pan-American; J. E. Scholefield, Research Bureau; L. C. 
Baldwin, Union Mutual; G. R. Holdhusen, Wisconsin Life; S. E. Miles, Provident Life 
& Accident; L. T. Boyd, Empire; Ward Phelps, Research Bureau. 

In attendance but not in the picture: F. L. Mable, Security Mutual, N. Y.; C. W. 
McNeill, Union Mutual; W. J. Rushton, Protective, and F. L. Alexander, Lafayette Life. 


Connecticut Mutual completed its eighth supervisors conference at Indian- 
apolis. F. O. Lyter, assistant superintendent of agencies presided, assisted by 
G. C. Coulson and R. E. Pille, agency assistants. G. K. Jones and C. C. Jones, Jr., 
general agents at Indianapolis, participated. 

Seated left to right are: T. E. Hand, Houston; N. E. Williamson, Chicago; V. I. 
Ryde, Indianapolis; Jack A. Fenton, Fort Worth; John W. Bailey, Peoria: Jack O’Ban- 
non, Buffalo; John M. Donohue, Philadelphia; Harry M. Kail, Cleveland: W. M. 
Bobo, Jr., Toledo; M. F. Rey, Buffalo; M. L. Shugart, Council Bluffs; Lester Horton, 
Newark. 

Standing left to right: C. C. Jones, Jr., general agent: R. E. Pille, F. O. Lyter, 
G. K. Jones, George C. Coulson. 





Two of the speakers at the meeting of the North Central Round Table of the Life 
Advertisers Association in Cincinnati this week were Fred L. Fisher (left), adver- 
tising manager of Lincoln National, and Seneca Gamble (right), agency assistant 
Massachusetts Mutual. 





